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—London Opinion 


The Kaiser—‘“I’m smashing this Christopher Columbus. He is 


| the Schweinhund who discovered America.” 
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A Hardware Editor in the Italian 
War Zone 


By HAROLD G. BLODGETT 


Associate Editor of HARDWARE AGE, now serving with the American Y. M. C. A. in Italy. 


WAR ZcNE, ITALY, June 25, 1918. 


now, after a varying procession of English, 
French and Italian fags, I have come upon a 
moderate supply of American smokes that are well 
named in the present emergency—“Lucky Strikes.” 
In America I would consider them “half a loaf,” but 


| ow. att seen a Salisbury since May 3, but 

















Blodgett near one of the ancient city gates, 
Bologna, Italy 


today they loom up on the horizon like a whole band 
wagon of American joy. Coming from semi-official 
sources, I believe I can get more from time to time. 
I hope so, because I am entirely isolated from 
Yanks here, and apparently there is no way of 
getting parcel post or any other kind of shipments 
irom God’s country to this wonderful Italian battle- 
front. 

I have learned, however, that a smoke is a smoke, 
and that food is food, no matter how complete may 
be the disguise, and even during the process of 
disillusionment I am getting fat and ruddy. Il 
ought to, because I am living in the bridal suite 
(without the bride) of a fine hotel that is closed 
during the war, and eating at a regular Italian 
officers’ mess with as fine a bunch of men as was 
ever assembled outside of the “tenth floor back at 
239 West 39th Street.’”” As yet I have not had an 
attack of writer’s cramp in my tongue from talking 
too much with them, but I am making a little prog- 
ress with my Italian every day and soon hope to be 
able to at least talk enough during my meals so 
that I will not overeat. But I am well enough 
acquainted, personally, with a lot of these men to 
realize that America does not know Italy and her 
people and that it is America’s loss. These new 
friends I have found, and they come from every 
section of Italy, from Sicily to the Alps, their frank- 
ness, unselfish devotion to democracy and their na- 
tion, their ability to enjoy life to the limit in one 
breath and to fight to the limit with the next, their 
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achievement in carrying on war successfully against 
the boches midst seemingly insurmountable natural 
obstacles—yes, everything and every person in Italy 
is an inspiration to a lanky, boorish Yank. 

It is this fascinating Italian equilibrium that 
makes every hour a joy in Italy. These sturdy 
soldati get music and art and tender emotions from 
canaries and magpies caged in their dugouts, as 
well as an advance warning of the approaching ava- 
lanche of gas. Yesterday midst thunderous bom- 
bardment I watched a broad-backed machine gun- 
ner fondle a baby thrush that had left its nest in 
an attempt to see the world a day or two too early. 
Before he tossed it into a thicket and hurried on 
tc his post, he kissed the bird good-bye. After 
eight days of the fiercest hell man ever faced, with 
a machine gun for his bunky, its nose sticking out 
of a hole in the mud and pouring death into the 
Hun ranks day and night whenever they may sneak 
into sight, I will wager that this fellow will set 
down his heavy pack by that same clump of bushes 
and take an hour from his well earned rest to 
search for his baby thrush again, just to say “hello” 
and “good-bye.” 

Dreamers and Fighters, Too 


y Gprsnienn Italy. Love, art, music and poetry are 
everywhere, evident and audible and hidden, 
permeating the souls of Italians. Some say that 
he who loves, sings or paints best can never fight 





Defective Austrian hardware—An incendiary bomb 
which failed to explode 


best. They are wrong. The best fighter, in the long 
run, must be the man who feels most deeply, who 
knows and loves the joy of living, because he alone 
can be fired fully with the zeal to preserve the good 
that he has known for his children and his country. 
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War is no place for a dreamer, but the Italians 
have that happy faculty of dreaming when there 
is time for dreaming and then fighting like the 


devil when it is time to fight. And they seem to 
fight the better for their respite. 

I have seen pretty nearly all of northern Italy 
in the past month, both at the front and behind it, 
including troops and officers from central and south- 
ern Italy, and you can take a straignt tip from 
your conservative managing editor, with deadly Ger- 
man propaganda removed, Italy is ready to do the 
lion’s share of trimming the Hun and bayoneting 
the Kaiser under the yoke at quick step. 

You probably have read proof of the truth of this 
observation in the newspaper reports of the recent 
boche “drive” on the Italian front. It was and is 
a terrific assault, there is no doubt of that. But 
after giving way a bit, our great Italian fighting 
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selves and our loved ones, the sooner will these mon- 
sters be forced to bite the dust they themselves 
have kicked up—and bite it from the under side of 
the sod. All of England, France and Italy are in 
arms. In the shops, as well as at the front, downing 
the boche is the sole business of our Allies in Eu- 
rope. There are no joy rides here. The boches 
have murdered our kinfolk, raped our loved ones, 
devastated our countryside. May all of America 
fight civilization’s common foe with the same fiery 
and unified zeal that would electrify the Land of 
the Free and the Brave if New York, Philadelphia 
and Washington were in ruins and the battle-desert 
along the old Atlantic coast peppered with the little 
mounds that tell of war’s ultimate cost. Or imagine 
America dotted with convalescent hospitals which 
refit mutilati for service at the rate of nearly a half 
million a year. I have seen. such a great series 
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—Press Illustrating Service. 


Italian soldiers in the trenches, the sort of men who can fight as well as enjoy life 


machine has stopped the pendulum, and by a mighty 
stroke has hammered it into a backward swing 
until the conflict is taking on the aspect of an 
Italian rather than a boche drive. 

I was fortunate enough to be in the first line 
trenches the day the tide was turned. I knew the 
great success was coming—and soon. The spirit 
of achievement permeated the air. Groups of boche 
prisoners were being brought in steadily by raid- 
ing parties. In one spot eight Italians who had 
been pocketed and captured by overwhelming num- 
bers earlier in the engagement were found foully 
murdered, and prisoners taken told of the orders 
given by the boche captain to put the brave and 
defenseless Italians out of the way. 

Yes, boches fight the same on the Italian front 
as they do on the Western front. May the time 
come, and soon, when they will be forced to pay 
dearly, even more dearly than they are now paying, 
for taking “human” out of “humanity.” The harder 
we all work and fight and give our money and our- 


of war’s most inspiring institutions in operation. 
If all America could get one glimpse at the souls 
of these brave men who have fought the fight and 
are ready to fight it again, every man, woman and 
child would put his shoulder to the war wheel and 
push until it bowled the Kaiser over and rolled him 
flat. 
Queens Subway His First Thought 


N one hospital I came upon a stocky, square-set, 

gray-haired man recovering from a serious head 
wound. As he saluted I began corraling the few 
Italian words that were grazing in my head so that 
I might at least greet him. But he asked me in 
perfect English if I was English or American. 
When I told him I was from New York, he asked 
me if the Queens subway was in operation yet, and 
added that he had lived in New York 25 years, 
where he has a wife and family of grown children. 
Three years ago he came back to fight the Huns. 
He exclaimed, “Thank God, America is with us; 
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Mortar throwing 210 mm. Italian hardware at the enemy on the Piave 


now victory is assured.” And then he pitched into 
a volley-ball game and swatted the pigskin bearing 
the “made in America” imprint of a well-known 
sporting goods house with the same vim that has 
since pushed the boches beyond the Piave. 

If all America could but see, hear, taste, smell 
and feel only war for every sixty minutes in a single 
twenty-four hours you would find no more bicker- 
ing over wages in munitions plants, no more soldier- 
ing in shipyards, no more panhandling in Wash- 
ington. The world’s one job to-day is war. May 
God speed the day when every American with a 
drop of red blood in his veins realizes that fact 
and that this is his war individually. 
fellow who threw the wrench into the machinery 
of war snatch it out if he got word that the Huns 
had raped his wife and daughters? Would he strike 
for more pay and cease the production of shrapnel 
if his two brothers had died of typhus and neglect 
in a Hun prison camp? Or would he prate about 
the war’s effect on his income if he realized that 
entire nations had given their all, men, women, 
land, factories, everything but their souls, as the 
price of liberty in this conflict? Next time you 
see a backbiter ask him those questions. 

If he doesn’t get his feet down on terra firma, 
set his face toward Berlin and paw gravel like hell, 
brand him a Hun, and give him a good old-fashioned 
upper-cut in the jaw for me. 

I have not been in a hardware store since I left 
America. In fact, I have not seen one. Not that 
there are none in Europe, but when a fellow is 
trolling for tarpon he is not apt to happen upon 
many elephants. The day I shoe-horned myself into 
this uniform I squeezed out all thoughts of speed- 
ing up turnovers, pushing paint up front in the 
store, perpetual inventories and silent salesmen. 
And, believe me, when a fellow gets into that neck 
of the woods where it rains hardware, he is more 
interested in helmets than in hinges. When a bomb 
frcm a raiding Gotha whistles past your window 
in a peaceful London hotel and messes up the Sun- 
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day-school room of a church next door, even an 
enthusiastic hardware hustler would be more apt 
to think of armor plate and subway refuges than 
of evertite roofing or copper screens. And when 
a long range gun is dropping hardware into Paris, 
I do not believe that even a Pittsburgh Heckler 
would concentrate for long on the ever-present 
problem of the cost of doing business. 


American Supplies in Ev dence 


ERE in Italy I have been too busy each day to 

see anything except the job nearest at hand. 
Old friends bob up now and then, however. For 
instance, I am beating this out on a Corona bought 
in Milan. The other day I jolted the last leg of a 
jaunt to the front in the side car of a motorcycle 
made in Chicago. The clear-eyed Italian soldier 
mechanician declared that it was a multa bona 
steed (Knapp, please take notice). In Milan and 
Turin I saw many American machine tools and mill 
supplies. In fact, in these two great workshops of 
Italy I saw more bright and attractive mill supply 
salesrooms than I ever saw in cities of the same 
size in America. Everywhere American safety ra- 
zors are for sale. In Bologna I saw an old fellow 
trimming a lawn by simply dragging a straight- 
bladed scythe over it. It must have been an elon- 
gated edition of those new Penn blades, because 
it shaved that short, tender grass in a way that 
was uncanny. By the way, tell our friends who 
specialize on snow shovels that they can take every 
dealer in Bologna off their prospect maps. When 
the ancients started the town, ’way back before 
the seven hills of Rome had been discovered, they 
decided that it would be a waste of time to have 
to shovel snow each winter. So they let the second 
story of all buildings butt out over the sidewalks, 
starting an arcade system of construction which 
persists to this day. Accordingly, rain sticks, go 
loshes and sidewalk scrapers meet with little de 
mand here. The lawns and gardens are all im the 
rear or in courtyards, so I could not ascertain 
| 
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German-made “Italian money” found on captured 


whether Pennsylvania lawn mowers and Planet Ju- 
nior cultivators are in vogue or not. I discovered 
the fellow shaving the lawn quite by accident while 
searching in the byways for a harnessmaker to 
replace a belly-leather strap on my puttees. He 
made the strap, finished it beautifully, stained it 
the proper color and attached it, a three-quarters 
of an hour job, and charged me the equivalent of 
nine cents in American coppers. 


In Leisure Moments 


N the cities of the war zone all is war, but civil- 

ians and officers still talk over the events of 
the day while sipping their chocolate or coffee or 
wine in the square. Their gossip is generally a 
strange conversation of cocktail consisting of pos- 
sibly the reception given Bonci at his last appear- 
ance there, the number of American troops who are 
in France now, the latest achievement of the Alpini 
or the Arditi, and the rosy cheeks or shapely ankles 
of a passing, black-shawled ragazza. If the day 
happens to be Sunday, a military band is probably 
playing in the square. About 5 o’clock the official 
war bulletin of General Diaz is posted and read 
aloud. Like wildfire its salient points spread 
through the crowd from mouth to ear. On and on 
across the square the news is retold. In an instant 
the band bursts out with the national anthem and 
the pandemonium of patriotism breaks loose. “Viva 
lItalia” from 10,000 throats drowns out the clatter 
of the soaring Caproni and the incessant muttering 
of the big guns at the front. 

With returning quiet the distant thunder of artil- 
lery fire floats down on the north wind and links 
arms with the incomparable gold of an Italian sun- 
set. Then one recalls the grim business of war, 
the steady grind of the patriots in the trenches, the 
years of sacrifice for an ideal. The other beckons 
on to glorious victory, to the redemption of loved 
ones, loved cities and fertile fields—on to the golden 


‘of the dawn of the brighter day. 


invaders. It is good only in case Italy is conquered 


years when this war shall have guaranteed peace 
and democracy to the world for all time. 

America can have this same double-barreled in- 
spiration. When the sun pierces the purple haze 
over the western hills let it be a daily harbinger 
And let the thun- 
der of the drop-forge echo the artillery salvo, the 
rattle of the riveter the cayenne of the machine 
gun, the flare of the blast furnace, the naval broad- 
side and the Eddystone holocaust, the torpedoed 
hospital ship. 

Then, with every American heart beating to the 
tune of “Over There,” the American and Ally trench 
heroes “Over Here” will forge ahead the more surely 
and the more quickly to the day of everlasting 
dawn. 

I am enclosing a few pieces of “Italian money” 
made in Germany and taken from Hun prisoners 
I saw brought in at the front. Every Hun cap- 
tured is loaded with this worthless, counterfeit 
money. He has been paid with it for months and 
years, but before he can spend it he must conquer 
Italy. Then at the point of the bayonet he would 
be prepared to force Italy to give up its wealth 
for the worthless paper, or for nothing. In fact, 
many of the captured wretches do not even know 
that the pay they have been hoarding is worthless. 

Imagine Uncle Sam paying his Sammies in fake 
German banknotes and telling them to hike over 
the Rhine to spend it. 


I wonder if the Huns on the western front are 
being paid in counterfeit American banknotes so 
as to be well supplied with funds when they hit the 
white lights of Broadway. That is exactly the 
situation among the Huns taken in this recent drive 
on the Italian front. ‘ 

Can such a perfidious government endure? It 
is the personal job of every American to prove that 
it cannot. 











An American volley ball and net helping trim the boches 
by service in an Italian hospital for soldiers wounded 





in the head. The game is being played in the courtyard 


under the supervision of the Y. M. C€ 














An Accurate System of Accounts 


By WALTER ENGARD 


N THIS day of keen competition, raising costs 
| and the decreasing of profit, together with the 

rapid increase in the business death rate among 
retail stores, it behooves the retail merchant, who 
wishes to attain success, to provide his business 
with an accurate system of accounts. This system 
should be simple and accurate and easily operated. 
It should be convenient and economical. It should 
also afford the merchant protection and give all the 
information essential to the successful management 
of his business. The best system for any business 
is one that will give to the merchant all the informa- 
tion necessary with the least effort. 
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We, like the great majority of other retail mer- 
chants, have been doing business for a number of 
years without an accurate system of accounts, and, 
while our business has been increasing very rapidly, 
we did not feel it was netting us the net profit 
a business of its size should net. We felt there 
must be something wrong somewhere, and in order 
to correct the fault it was up to us to install an 
accurate system of accounts. So began our hunt 
for a system which we could put to work in our 
store, but we were unable to find one that would 
give us the information we thought necessary for 
the successful management of our business. 

But, still determined to put in a system of ac- 
counts that would give us the information which 
we thought essential, we began to work out one of 
our own. After a great lot of thought and study on 
this matter, we have finally been successful in 
working out the kind of a system we considered 
necessary. This system is composed of three ruled 
forms, 22 x 14 inches. 

As they are ruled on both sides, each page will 
accommodate the record of the business for two 
months. There is space enough in the center for 
folding and binding. Thirty of each of these 
forms, or ninety all together, are bound together 
and furnish a five-year record of our business with- 
out changing books. You will also notice that with 
this system it only requires the use of one book as 
against four as advocated by the Federal Trade 
Commission in their system of accounts for the re- 
tail merchant. 

Four Cards Used 


E ALSO have four cards which we are using 

in connection with this system: Stock Ticket; 

Purchasing Ticket; Paid-Out Ticket and a Loss and 
Gain Ticket. 


The Stock Ticket is used to record every article 
purchased through the regular channels of supplies, 
entering the name of the article purchased, from 
whom purchased, quantity, the date, the cost, the 
selling price, the profit and the per cent of profit. 
There is also space at the bottom for “Remarks.” 
In entering the cost, selling price and profit, the en- 
tire amount is entered; that is, if we were entering 
an article which cost us $15.00 per dozen and was 
to be retailed at $1.75 each, and there was 5 dozen 
in the lot, the cost would be entered—Cost, $75.00; 
Selling Price, $105.00; Profit, $33.00; Per cent, 
28 4/7. (Figures used are for illustration only 
and not actual figures.) Every article is entered 
upon a stock ticket just as soon as the invoice is 
received and O.K.’d by the stock keeper. 

The Purchasing Ticket is used to record every 
purchase that is not purchased through the regu- 
lar channels of supplies; for instance, we offer our 
customers special service and that is we offer to 
get them any articles in our line which de wo not 
carry in stock, and this purchasing ticket is used 
to record this purchase. These tickets are the same 
as the stock tickets with the exception that they 
read “For Whom Purchased” instead of “From 
Whom Purchased.” They are also a different color. 
This is because they are filed with the stock tickets 
and help us to more readily find them if it is ever 
necessary to refer to a purchase of this sort. 

The Paid-Out Ticket is used to record every cent 
paid out for expenses. The ticket is filled out with 
the name of the persons making the paid out, what 
expense account it is to be charged to, the date, the 
amount, and the articles for which it is spent. These 
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are deposited in the register and each evening they 
are gathered up and charged to the correct ex- 
pense account as provided for in our “Daily Record 
of Expense.” This gives us a record of every cent 
paid out and for what it was spent. It also elimi- 
nates the useless expenditure of the store money by 
the clerks, for they must make out a ticket for every 
cent that they pay out. Oftentimes where the 
clerks have the authority to pay out money for 
necessary things needed at the store, such as paper, 
tacks, etc., used in trimming the window, soap, and 
other items needed about every retail store, they 
overdo the thing and sometimes spend money use- 
lessly, but if they are required to make out a record 
of all money they spend, they are not so liberal with 
the spending of the store money. 
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Recording Losses and Gains 


HE Loss and Gain Tickets are used to record 

every loss and gain that may occur. These 
tickets are printed upon light-weight paper, and put 
up in pamphlet form, and each clerk carries a 
package of them with him at all times, and is re- 
quired to make out a ticket for every loss or gain 
occurring with him during the day. 

Losses will occur through depreciation, spoiled 
or damaged goods, through reductions made for a 
special sale, or for reductions made to parties 
making large purchases, etc. Gains occur through 
the advance in price of some articles, discounts, 
rebates and miscellaneous, the sale of boxes, etc. 
Articles such as these, costing the store nothing, 
should be recorded as a gain when sold for any 
amount. 
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All goods are entered upon the stock ticket at the 
regular retail price at the time they were received, 
and should they be sold for a less figure, or a 
greater figure for any reason, it should be recorded 
as a loss or gain, as the case may be. These 
tickets are deposited in a box provided for that 
purpose and then are gathered up each evening and 
entered in the correct column provided in the 
“Daily Record of Losses and Gains.” In entering a 
loss of gain the ticket is filled out with the name 
of the article upon which has been either a loss or 
gain, the quantity, the date, the cause, the regular 
selling price, the amount received, if any, and the 
amount of loss or gain, as the case may be. Al- 
ways drawing a line through the word “Gain” if 
recording a loss and vice versa if recording a gain. 
The regular selling price is always recorded, and 
not the cost. For every article that comes into the 
store to be resold has been entered upon a stock 
ticket and sold at the retail price prevailing at the 
time it was received, and it is upon the selling price 
we must base our losses and gains; this will be 
made clear when we get farther into the working of 
this system. 

The Stock Tickets are a great help in buying. 
They are filed alphabetically and can be very easily 
referred to when wishing to place an order for some 
article. By referring to these stock tickets, we can 
tell the exact quantity of an article we have sold 
during a certain period and order accordingly, 
thereby eliminating the danger of overbuying. In 
case we have been overstocked on some articles, and 
have been forced in selling some at a reduced price 
in order to clean up, the loss ticket which was made 
out for this reduction in price is filed with the 
stock recording this purchase, and, when placing 
an order for that particular article at some future 
date, the presence of that loss ticket makes us more 
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careful in placing our order to eliminate all loss 
possible. These stock tickets also keep us posted 
where we can buy to the best advantage. By refer- 
ring to them we can very easily tell from which firm 
we were able to get the best price, etc. They also 
show us whether the article was satisfactory or not. 
When an article proves satisfactory to our trade 
and worthy of our consideration when reordering, 
this is recorded in the space for “Remarks,” and it 
is given first consideration when reordering, but 
should the article prove unsatisfactory this is also 
recorded and that particular article is shunned 
when reordering. 


Know How Business Stands 


ITH our “Daily Record of Sales, Purchases, 

Cash on Hand, Bank Account, Accounts Pay- 
able and Accounts Receivable,” we know just how 
our business stands at the end of each day. In 
starting a new page in this system at the beginning 
of the first of each month, we carry forward in the 
line marked “Balance Brought Forward” the dif- 
ferent amounts which we wish to carry forward 
from month to month. Sales and purchases are 
never carried forward from one month to the next, 
but are only carried to the end of the month, and 
then at the end of the year the total amount of 
sales of each month are added together, giving us 
the total amount of sales for the year, also the to- 
tal amount of purchases, giving us the total amount 
of merchandise purchased during the year. 

But the balance of cash on hand (cash in the 
cash drawer) at the beginning of the month is 
carried forward, also the balance in bank, balance 
of accounts payable and accounts receivable. If 
the month comes in on Tuesday, we start with the 
first line marked Tuesday, and number down the 
page for the dates of the month in the column pro- 
vided for that purpose. Under the heading of 
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“Sales,” the cash sales are recorded in the cash 
column each day as they are taken for the register 
reading each evening. The credit sales are re- 
corded in the credit sales column, as they are taken 
from the charge slips, which are made out for every 
charge sale. This gives us the amount of both the 
cash and credit sales for each day. Then these two 
figures are added together and entered in the total 
sales column, giving us the total amoun* of busi- 
ness done on that particular day. These figures are 
totaled at the end of each week and entered on the 
line marked “Total for Week,” giving us the total 
for each week, then there is a grand total for the 
month which is set down on the line marked “Total 
for Month.” 
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Under the heading ‘‘Purchases,” all cash purchases 
are entered in the cash purchase column. When 
merchandise is paid for by cash it is entered upon 
one of the purchasing tickets and put in the register 
and each evening taken out and entered in the cash 
purchase column. The credit purchases are all pur- 
chases made through the regular channels of sup- 
plies and paid for by check when due, and they are 
recorded on the stock tickets and added together 
each evening and entered in the credit purchase 
column. The cash and credit purchases are then 
added together and set down in the total purchases 
column. Purchases are totaled at the end of each 
week and month the same as the sales, giving us 
the total amount of goods purchased during the 
year. 

Recording Cash 


NDER the heading of “Cash on Hand”’ is re- 

corded the amount received on accounts, as 
shown by the register in the “Rec’d on Acct.” 
column. The total amount of cash received for the 
day, including amount received on accounts and 
cash sales, is entered in the ‘Total Cash Received” 
column. The amount deposited in the bank each 
day is entered in the “Amt. Deposited in Bank” 
column, and the total amount paid out for expenses 
and cash purchases, etc., is entered in the ‘Total 
Amount Paid Out” column. Then the total amount 
of cash received is added to the balance cash on 
hand of the preceding day and then deducting the 
amount paid out plus the amount deposited gives us 
the total amount of cash on hand with which we 
shall start business the next day. 

Under the heading of “Bank Account” is re- 
corded the amount deposited that day, also the 
amount withdrawn, each in the column provided for 
that purpose, adding the amount deposited to the 
balance in bank on the preceding day and from 
that amount deducting the amount withdrawn gives 
eus the total amount remaining in the bank which is 
entered in the column for “Balance in Bank.” This 
keeps us posted on just how we stand each day in 
regard to our bank account. 

Under the heading of ‘Accounts Payable” is en- 
tered the amount of credit purchases as received in 
the Credit Purchase Column for that day, also the 
amount paid on accounts as shown by the check 
stubs. 

Adding the amount of credit purchases for the 
day to the balance of accounts payable for the 
preceding day and deducting the amount paid 
gives us the balance payable, and this is entered 
in the “Balance Accounts Payable” column. We 
know at the end of each day just what we owe. 

Then with our record of “Accounts Receivable” 
we know just how much we have out on the books 
at the end of each day. By entering the amount 
of credit sales and adding this amount to the bal- 
ance of accounts receivable for the day before and 
deducting the amount received on accounts, leaves 
us the total amount due us at the end of every 
day. We are able to know each day whether we 
are allowing our book accounts to grow too large 
without any extra efforts. 

Then with our “Daily Record of Expenses, 
Losses and Gains,” we are able to keep an accurate 
record of all expenses, etc. Under the heading of 
“Expenses” we have our expenses divided into nine 
separate accounts; keeping us posted on just what 
we are spending our money for, and also letting us 
know just how much we are spending for each ex- 
pense; and should any one certain expense grow 
larger than what we think it should, we can tell 
it and try to cut down that particular expense, each 
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one being entered in the correct column as provided. 

Under the heading of Losses, all the losses are 
recorded as shown by the loss tickets each day. 
Under the heading of Gains, a!] gains are entered 
as shown by the gain tickets each day. 


Average Gross Profit 


OW with our “Daily Record of Stock” form we 

are able to know just what our per cent of gross 
profit is averaging, and what the retail value of our 
stock is each day, etc. In starting this system of 
accounts we first took an inventory, getting both the 
cost and retail price of the stock on hand, the cost 
as shown by the inventory was entered in the 
“Total Cost’ column under the heading “Cost” on 
the line marked “Balance Forward.” The retail 
price was entered in the column “Total Selling 
Price” under the heading of “Selling Price” on the 
line marked “Balance Forward.” Then each day 
the cost and retail price of all articles purchases as 
taken from the “Stock” and ‘‘Purchasing”’ tickets is 
entered in the column marked “Purchases” under 
both headings. The cost of purchases under head- 
ing “cost” and the retail price under heading “‘sell- 
ing Price.” Each of these amounts are added to the 
total amount for the preceding day and entered 
in the total amount column provided under both 
headings. 

The total amount is carried forward every day 
until the time of the next inventory and as we take 
inventory every four months, this amount is car- 
ried forward until that time. When totaled for the 
four months, it gives us the cost of all merchandise 
purchased during that time, including stock on hand 
at the beginning of the four months; also the 
amount that stock should have brought us had it 
all been sold and sold at the price intended on the 
stock ticket when it was entered. 

Then by taking our second inventory at the end 
of the four months, taking both the cost and the 
retail price as before, and then by taking the cost 
of goods now on hand from the total amount as 
shown by the “Total Cost” column, gives us the 
exact cost of merchandise sold during the four 
months; and by taking the entire retail price of 
stock on hand from the amount as shown by the 
total selling price column, gives us the amount 
the goods should have sold for, this amount, plus 
the gains and minus the losses, should equal the 
total amount of sales for the four months. The 
difference between the cost of merchandise sold and 
the selling price which it should have brought, 
plus the gains and minus all losses and expenses, 
should be the actual net profit for the four months. 

If this amount does not correspond with the 
actual net profit, if it should be larger than the 
amount we actually received, then the difference 
occurs through forgotten charges or stolen goods. 
THESE TWO FIGURES SHOULD AND WILL 
CORRESPOND IF EVERYTHING IS RIGHT. 


Inventory by Cost 


[‘ taking inventory all goods are taken at what 
they actually cost and not their market value, for 
all advances and declines have been entered as losses 
and gains. 

You will also notice that our system will show us 
just what our per cent of gross profit is running 
each day. This is done by entering under the head- 
ing of “Gross Profit” the total cost as shown by 
the total selling price column, subtracting the cost 


‘ from the selling prices gives us the gross profit. 


This amount is entered in the “Gross Profit” col- 
umn. It represents the total gross profit that will 
be made on all goods purchased to date including 
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zoods on hand at start. By dividing the amount 
of gross profit by the total selling price will give us 
the per cent of gross profit as it is running from day 
to day. With this system we are able to set a 
figure which we wish to represent the per cent 
of gross profit we wish to make and can tell each 
day just how we are succeeding. Under the old 
system we had no way of telling just what our 
per cent of gross profit was running until we took 
our inventory at the end of the four months. Now, 
should our per cent of gross profit drop below the 
figure set, we can, by putting some special efforts 
on the more profitable articles, bring it back to 
normal. 

With this system we also can.tell the retail value 
of stock on the stock on hand at the end of each day. 
In the column marked “Selling Price of Stock’ 
under heading “Stock on Hand” is entered the total 
selling price as shown by the total selling column 
under heading “Selling Price,” plus the gains and 
minus the losses. In the column marked “Sales” 
is entered the total sales for the day, then this 
amount (Total Sales) is subtracted from the amount 
in the preceding column, giving the retail value of 
stock on hand at the end of the day. This is entered 
in the column marked “Balance Stock on Hand,” 
keeping us posted on the value of our stock from 
day to day. 

To find the approximate value of that stock at 
cost, we take the per cent of gross profit as shown 
by the “Per Cent Column” and deduct this amount 
from the balance of stock on hand and this will give 
us the approximate value at cost. 


Illustration 


O illustrate, let us say that our stock record 
showed us that the retail value of our stock 
to-day was $15,000 and that our per cent of profit 
was running thirty-three and one-third per cent of 
$15,000, which is $5,000, and deducting that amount 
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from $15,000, we find that the approximate value 
at cost is $10,000. 
Under the heading of “Net Profit’? we enter the 


amount of gross profit as shown by the “Gross 
Profit” column and the total amount of losses and 
expenses and then this amount is subtracted from 
the total gross profit, and the remainder is entered 
in the column marked “Balance Gross Profit.” In 
the next column is entered the total gains and this 
is added to the balance gross profit and entered in 
the “Net Profit” column, and this amount represents 
the net profit that should have been made on all 
goods purchased to date including goods on hand at 
the time of starting. This amount is carried for- 
ward each month and at the end of the four months, 
this amount minus gross profit, gives the goods on 
hand at the time of starting. This amount is car- 
ried forward each month and at the end of the four 
months, this amount minus gross profit, the goods 
on hand at the end of the four months should make, 
should be the actual net profit for the four months. 
The net profit as carried forward each day does not 
represent the net profit for that day nor up to that 
time, for we may have sold up to that time the 
more profitable articles, yet it would have been 
based upon the average per cent of gross profit, but 
it is merely carried forward as a record. 

The system may seem rather complicated at first 
glance, but it is a very simple and easily operated 
system when thoroughly understood, and put into 
use. It gives us every detail of our business with- 
out any great effort, and in a very handy and ac- 
curate form. 

If we chose we could take an inventory each 
month and tell at the end of that time just how our 
business is doing. Any merchant who is running 
his business without any accurate system of ac- 
counts can find no better one than this one and 
it can be put into use at a very small expense, and 
will prove worth many times its cost to any mer- 
chant. 


The Jones Lang Sons’ store at Wilkes-Barre, Pa., keeps its housewares liberally displayed on counters and shelves 
where they may be freely examined by the prospective customer. In this department are a wide variety of 
aluminum goods, silverware and electrical labor-saving appliances. 


Two saleswomen preside over the department 











An Eastern Hardware Hustler in 
the West 


By Louis J. HECKLER 


(Concluding Installment) 


ULY 20TH, 1918.—I arrived in Minneapolis this 
J morning and after breakfast I called on the 

Warner Hardware Co., at 13 South Sixth 
Street. Here I met Mr. Leon C. Warner, who is the 
president of this large live, hunstling firm. 

The Warner Hardware Co. has a reputation for 
having one of the finest hardware stores in this 
country. It is known favorably to the readers of 
HARDWARE AGE on account of several very interest- 
ing articles which have appeared in this magazine 
in the past about their store. 

Mr. Warner is the fire under the boiler which 
generates the steam that runs this large concern. 
The power is then distributed through the series 
of department managers who handle the different 
departments in a most efficient manner. Mr. War- 
ner is a man of ideas and his one great hobby is 
a system for keeping a record which shows the 
efficiency and loyalty of each employee in his es- 
tablishment. By referring to his “Red Book” he 
can tell at a glance the record of each employee on 
any given day of the month covering a period of 
several years. He can tell the number of cash 
and charge sales made by each salesman, together 
with the volume of these sales. He can tell the 
percentage of sales of each employee in proportion 
to the percentage of sales of the other employees. 
He also has a check which shows whether em- 
ployee’s sales are increasing or decreasing over his 
previous record. By this method he is able to com- 


pensate each man in proportion to the services ren- 
dered to the firm by that individual. 

Mr. Warner personally conducted me through his 
large establisnment, and here are some of the ideas 
which he passes along to me: 





odds and enus oy pen knives 





One of the famous Warner displays that annually clean-up 
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Every morning when the store opens the depart- 
ment heads of this business have a meeting, which 
is also attended by Mr. Warner. For one solid 
hour they discuss plans for the conduct of the busi- 
ness for that day and also analyze problems which 
come up in the different departments for the con- 
duct of the business in the future. 

Each morning a different subject is discussed; 
for instance, one meeting would be devoted to win- 
dow display and advertising. At this meeting the 
different department managers make suggestions 
about the goods which they would like to have dis- 
played and advertised for the following week. By 
getting a consensus of opinion on any one subject, 
a great deal of friction is eliminated among the 
different employees and the best resuits are ob- 
tained for every one concerned. 

Mr. Warner also issues weekly letters to his em- 
ployees in which is outlined, from time to time, the 
poliey of the house. In this letter attention is called 
to the policy of this organization concerning new 
goods, delivery service, slow moving goods and 
many other points of interest which every em- 
ployee should know. 

The Warner Hardware Co. also issues a book 
of rules and regulations which is given to each 
employee, when he or she becomes a member of 
this organization. This book outlines the duties of 
the employees in each of the departments and gives 
much information in general about the policy of 
the house. 

I believe this little book has paid for itself many 
times over by calling to the attention of the sales- 
men many things which it would be impossible to 
explain to them in person. I consider this book 
so valuable that we are going to issue 
a similar set of rules, and I feel sure 
that any of the readers of HARDWARE 
AGE can also obtain a copy of this 
book if they will make a request for it. 

Mr. Warner explained to me that 
their business is rapidly increasing 
and they are now adding additional 
space for the storage and display of 
the many lines of goods which they 
carry. 


Noted for Window Displays 


R. KENNETH C. WING is the 

young man who has charge of 
the advertising and window display 
work of this store. The Warner Hard- 
ware Co. is noted for its window dis- 
plays, especially for the beauty of ar- 
rangement and their ability to sell 
goods. 

The window display of pen knives 
shown in this issue advertising Warn- 
er’s ninth pen knife sale is an example 
of the displays used. In one week they 
sold over 1900 pen knives from this 
window alone. This pen knife sale is 
an annual affair with the Warner 
Hardware Co. and during this sale all 
of the odds and ends which accumulate 
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in the pen knife case are disposed 
of in one week. 

They make good use of their 
mailing list, which consists of the 
customers who purchase at the 
store, together with a list of me- 
chanics and other tradesmen 
which are secured from time to 
time. 

A series of folders are issued 
so that each month a folder ad- 
vertising a different line of goods 
reaches the customer. In this 
manner seasonable articles are 
brought to the attention of cus- 
tomers at the proper time. 

This folder contains illustra- 
tions, together with the descrip- 
tions and prices of many differ- 
ent articles. I am showing here- 
with one of the folders so that 
you may see for yourself just 
how thorough is the work of this 
advertising genius. 

The cover of this folder is lithographed in three 
colors. The folders are purchased in quantities of 
100,000 each. They are printed from time to time 
to conform with the line of goods to be adver- 
tised. 

A series of illustrated post cards are also issued 
reproducing views from the interior of the store 
and showing the different departments. These post 
cards are used in numerous ways and bring this 
live store forcibly to the attention of its patrons. 

The Warner Co. has a color scheme which it uses 
wherever possible in their advertising. The colors are 
a deep orange, a dark blue and a light green. These 
colors make a very striking contrast. This color 
scheme is used on letterheads, and their trucks are 
also painted in these striking colors. The covers of 
the folders referred to above are also lithographed 
in these colors, and their trademark, which consists 
of a large W with the words Warner Hardware 
across the face of it is brought out very strikingly 
by using this color scheme. 

This trademark is used on all of their adver- 
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One of 
the Warner 
illustrated 
folders with 
cover in three 
colors 


Warner’s book department is not only a profit-maker, 








but contributes to 


the sale of tools and appliances 


tising and a scries of stickers are provided with 
the trademark on them so that they may be used 
on packages which leave the store. 

The Warner Co. also specializes in mechanics’ 
tools, and to further interest the mechanics in 
the use of good tools in the proper conduct of their 
work, they have installed a book department in 
which they carry text-books and books of infor- 
mation for mechanics interested in the building 
and metal trades. The photograph I was able to 
secure shows how these books are displayed in a 
large case in the tool department. I am advised 
that the sale of these books is more than satis- 
factory. 

Minneapolis is one of the largest cities in this 
country and it is growing at a very rapid pace. 
The Warner Hardware Co. is one of the largest re- 
tail hardware stores in the United States and its 
growth is in proportion with the city. 

If wide-awake ideas put into operation by an 
energetic, hustling hardware establishment count 
for anything, then I look forward to the time when 
the Warner Hardware Co. will be considered the 
largest retail establishment in the country. 

I intended to stop at Chicago on my return home, 
but I find that my time is limited, so I will be 
unable to visit some of the good hardware stores 
which I know are located in the “Windy City.” 

Back in Pittsburgh Again 

ULY 22NpD, 1918.—I am back home again, and 

now in conclusion I want to sum up the ben- 
efits derived from my journey. Summed up in a 
nutshell, the benefits derived are as follows: 

First: In traveling over 10,000 miles I was able 
to see a lot of this country which I had never seen 
before and by doing so I was able <o visualize in 
a general way a topography of our country. It 
made me realize just how big the United States 
really is, and hereafter when I read about the 
West, I can paint a mental picture of the terri- 
tory that I read about. 

Second: Another feature of my trip, which I 
considered of great benefit to me, is the opportunity 
I had for coming in contact with the people in 
the territory through which I traveled. I had an 
opportunity to meet not only hardware men and 
men in our line of business, but professional men 
of all kinds as well. I not only met the butcher, 
the baker and candlestick maker, but I had an op- 
portunity to talk to people whom one can meet 
only on such a journey. 
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Third: I had an opportunity to analyze business 
conditions and find out from those men with whom 
I talked just what they are doing and how they 
are handling their business problems during this 
crisis. 

Fourth: I received hundreds of ideas which I 
know we can cash in on our business. From a 
monetary standpoint alone the ideas which I re- 
ceived on this trip will more than pay for the cost. 

Fifth: Last, but not least, I received a lasting 
benefit from this trip because I had an opportunity 





Hardware Age 


to get away from business for several weeks. The 
change of climate and the opportunity of meeting 
new people gave me an opportunity to rest myself 
and recuperate from some of the strenuous work 
which I have been doing during the past six months. 
I honestly believe I worked harder and put in longer 
hours for every day that I was away from busi- 
ness than when I am at home on the job. But, 
nevertheless, I came home with a renewed energy 
and I am sure I will put more pep into the busi- 
ness than ever before. 


Little Hardware Shopping Adventures 


By FRANK FARRINGTON 


Wood for Fuel 


T K JE had a patriotic meeting in our town the 

other night and a speaker told us about 

the shortage of fuel. Of course, we knew 

about it before, but he made it seem a good deal 

plainer and we all went home thinking over the 
ways we could save coal. 

We have four old apple trees in our back yard 
that I have been planning for years to cut down. I 
decided that the time had come to cut them and burn 
the wood. I could cut them down and saw them up, 
working nights after I got home, and it wouldn’t 
cost a whole lot to get a wood stove that would burn 
up the wood. Perhaps the wood stove might not 
give us heat enough in real winter weather, but it 
would provide plenty of heat while the weather was 
not too cold and it would save starting the steam 
heater until late. 

The next afternoon I walked into the biggest 
hardware store in town, kept by one of my friends. 
“Hello, Hi,” I said. ‘Let me see your wood stoves.” 

“Wood stoves!” he exclaimed. “Say, you’re the 
third man who’s been in here to-day after a wood 
stove. What’s got into you? Are you going back 
to the fires of your grand-daddies? We haven’t 
had a wood stove in the store in five years, and the 
last ones we had we had to give away—almost.” 

I explained my plan. 
was a good one. He applauded the idea and he 
regretted that he couldn’t help me out, but he didn’t 
have any wood stoves and he said he couldn’t get 
any now in time to do me any good. 

There are two other hardware stores in town. I 
went into the nearest and found they had sold 
their last wood stove that morning. I went to the 
third and last store. “Good morning, Mr. Jackson,” 
I said. “I suppose you haven’t such a thing as a 
wood stove.” 

“You are right, but how did you know I hadn’t?” 

“Well, they tell me they went out of fashion years 
ago.” 

“They may be out of fashion,” Jackson said, “but 
we calculate to keep a few all the time. Folks 
have been buying them lately, however, and this 
morning we sold the last. If you don’t find one any- 
where else in town, you come back to me and I'll 
get you one somehow. I’m here to get you what you 
want. And if anyone wants to save fuel I want to 
help them do it.” 

That promise sounded so unlike the usual, “We 
haven’t got it but we can get it for you,” that it 
made an impression upon my mind, but I went 
home wondering how I was going to be able to burn 
those apple trees and save coal. 

A mail order catalog lay on the table in the house 


Hi agreed that the plan ' 


and I turned to that for wood stoves and, sure 
enough, there were box stoves and airtight heaters 
and various other styles. At first I said to myself, 
“That’s always the way. These local dealers don’t 
have what you want and then they make a great 
holler if you send away for anything. I’m going to 
order a stove and everything that goes with it. 
These prices are probably a good deal lower than 
the stores would ask anyway.” 

I got out some paper and made out an order and 
that same evening I took the letter down to mail it. 
As I was going down I remembered what that last 
hardware man had said. He had said he would 
get me a wood stove somehow. I began to wonder 
how long it would take me to get a stove from the 
catalog house with freight shipments all tied up. 
I decided I would go in and talk to Jackson again. 

“What about getting me a wood stove?” I asked 
as I went into the store. “I can’t find any in town.” 

“Are you very particular what kind you have?” 
he asked. 

I told him it didn’t matter a great deal, except 
that I didn’t want a very expensive stove and I 
didn’t want to wait all winter for it. 

“Here is what I can do for you,” he explained. 
“We can’t get anything through by railroad now- 
adays in any kind of time. A stove might be two 
months coming. We are getting more or less stuff 
by motor truck all the time, and I can get a wood 
stove for you from the city with our next load. It 
will cost you a little more for transportation, but 
you will have the stove.” 

“Well, he named me a price that didn’t seem to 
be much more than the mail order price and freight 
would be, and I told him to send for it. I don’t 
believe he made very much money on that stove, but 
he made good with me. He got me something I 
wanted when I wanted it badly and in doing it, he 
not only helped me, but he helped his country, too. 
He did his part in helping me to help save fuel. 

The other hardware men were all right, but they 
stopped just short of what they ought to have done. 
They thought of the matter only in terms of their 
own business. They hated to lose a sale, but they 
didn’t seem to worry much about my not gett'ng 
what I wanted, and they didn’t worry at all about 
the fuel saving side of the question. 


Sells Farm Implement Plant 


The V. L. Ney Co., Canton, Ohio, maker of farm im- 
plements has sold its plant to the Morgan Engineering 
Co., Alliance, Ohio, and plans to secure a new s:te and 
enlarge its present manufacturing facilities. 
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As to Catalog Sizes 


T the annual meeting of the National Retail Hard- 

ware Association held at Cedar Point in June a 
resolution was adopted approving the standardization 
of catalogs. Apparently the general understanding at 
the convention when this resolution was approved was 
that the National Catalog Conference had approved a 
standard catalog of one size. As a matter of fact, at 
the National Catalog Conference held in Chicago May 
22, which was attended by representatives of purchas- 
ing agents, typothetae, and various associations of pa- 
per and other industries called by the standardization 
committee of the National Association of Purchasing 
Agents, a resolution was adopted recommending that 
catalogs be standardized in three sizes, 6 x 9 in., 
7% x 10% in. and 8 x11in. Following this conference 
announcements were made by the standardization com- 
mittee of the National Association of Purchasing 
Agents that this committee recommended that all cata- 
logs meant for the use of purchasing agents be 
7% x 10% in. 

This announcement conveyed the impression that only 
one standard size catalog was approved by the Catalog 
Conference. Many manufacturers will doubtless be 
glad to know that in preparing catalogs they can adopt 
any one of the three standard sizes and still be follow- 
ing the recommendation of the Catalog Conference. 


Memorial Service for H. A. Stillwell 


A* unusual tribute from business men to a departed 
business man was a special memorial service held 
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career, which began as a boy in the packing room of 
Butler Brothers and ended with the presidency of that 
concern. Mr. Stillwell, he said, rose not at the expense 
of others, but took others with him as he went up. The 
Rev. Samuel Martin Gibson, assistant pastor of the 
Fourth Presbyterian Church, gave the scripture reading 
and the prayer was pronounced by Rev. Albert Joseph 
McCartney, pastor of the Kenwood Evangelical Church 


Carpenter-Morton Men Meet 


HE annual convention of the traveling salesmen 

representing Carpenter-Morton Co., Boston, Chicago 
and San Francisco, manufacturers of Campbell’s Var- 
nish Stain, Colorite Cow-Ease and other paint special- 
ties, was held last week at the Boston City Club, Bos- 
ton, Mass., forty-three salesmen being present. These 
men cover every State in the United States and Canada. 
At their convention they were given complete selling 
and advertising information for the 1918-1919 cam- 
paign on these specialties. 

The convention was presided over by M. Elton Vose, 
vice-president and sales manager. Addresses were 
given by George C. Morton, treasurer and general man- 
ager, also by H. K. Stroud and E. B. Brown of Stroud 
& Brown, Inc., New York City, advertising counselors 
for the company, and H. G. Glatz, New England man- 
ager Butterick Publishing Co. 

A pleasure trip in automobiles along the North Shore, 
followed by a shore dinner, was enjoyed by the men. 


Plant Moved to Baltimore 

The Han-D Metal Products Corporation, Jersey City, 
N. J., has been taken over in its entirety by the 
Federal Tin Co. of Baltimore, and the plant and equip- 
ment moved to the Federal Tin Company’s factory in 
Baltimore. 

The Federal Tin Co. has tripled the productive ca- 
pacity of this equipment and is now in a position to 
take care of many of the users of. hose clamps who 
formerly could not obtain the Lock Roll Clamp. 


Service Flag Printed on Letterhead 


——— 





by the Chicago Association ef Com- 





THe Marietta Pat & Cowon Co- 





merce in honor of the late Homer A. 
Stillwell, president of Butler Brothers 
and a former president of the Associ- 
ation of Commerce. Mr. Stillwell died 
at his summer home at Lake Geneva, 
Wis., on June 23. 

The service was attended by a large 
number of Chicagoans prominent in 
business and professional life. In- 
cluded in these were a large number 
of employees of Butler Brothers. 
Lucius Teter, president of the Associ- 
ation of Commerce, made an address Lory tanned 
in which he told of the great debt the Hold N. Peadingaoe 
Association owed to Mr. Stillwell on a 
account of the efficient work he did in 
its behalf when the organization was 
younger. He read resolutions express- 
ing the deep regret of the Association 
over Mr. Stillwell’s passing and ex- 
tending sympathy to his immediate 
business associates and family. 

David R. Forgan, former president 
of the Association of Commerce, 
praised Mr. Stillwell’s life and works, 
saying that what he had attained was 
characteristic of American citizenship. 
Mr. Forgan told of Mr. Stillwell’s 
willingness to sacrifice himself for the 
common good as shown in his service 
on various civic and war bodies. He 
Said a considerable portion of Mr. 
Stillwell’s strength and time even in 
his busiest periods was devoted freely 
to the public. 

In behalf of Butler Brothers, Edgar 
A. Bancroft spoke. He told of Mr. 
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Stillwell’s close and friendly associ- 
ation with those who rose with him in 
business. 





He traced Mr. Stillwell’s 
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changed every four hundred runs, giving variety to this feature. 


1 the verses are 
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Marietta, Onio. July 23, 1918. 


Hardware Age, 
243 Weet 39th St., 
Nea York City. 





Gentlemen: 


Thought you —— be interested in this 
letterhead - used onjy in correspondence between 
our own branches and for letters to our salesmen. 


You will note that while it is on light, 
which lowers the cost of postage, it is print- 


to all persone within our 


The little paragraph at the bottom is 


inspirational and have for their purpose the 





Sales Promotion Dept. 





in our service flag and more to come. Reed ther nemes 


wh them luck. Aind let's do our part to bring success te thee arms 











Steel Wool Display 





if iggoe material for this window display is being 
supplied by the American Steel Wool Manu- 
facturing Co., 451 Greenwich Street, New York 
City, to retail dealers in prominent sections of any 
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city in the United States. The center panel is size 
22 in. by 42 in. in five colors, and shows a soldier 
cleaning his mess kit with American steel wool. 
The slogan “Help Him Keep His Mess Kit Clean 
—Send Him American Steel Wool’ appears on the 
sign. This display was at Forty-second Street and 
Fifth Avenue, New York City. 


Obituary 


C. I. Detwiller, engaged in the hardware and imple- 
ment business at Woodbury, Pa., died there recently, 
aged 41 years. 


Adelbert H. Dane, aged 63 years, secretary of the 
Kalamazoo Stove Company, Kalamazoo, Mich., died at 
his home there recently. He was a native of New York 
State, but had resided in Michigan for sixty years. He 
founded the Kalamazoo Stove Company seventeen 
years ago. 


Charles N. Walthall, a retired stove manufacturer, 
died recently at the home of his daughter in New York 
City. He was born in Virginia in 1835, and had resided 
there the greater part of his life. He is survived by 
two daughters and one son. 


James Leezer of Portland, Ore., died there recently 
in his seventy-sixth year. Mr. Leezer had been in busi- 
ness for many years, retiring several years ago. He is 
survived by two daughters. 





The Las-Stick Patch Mfg. Co., Hamilton, Ohio, has 
recently received a large Government contract for 
equipping all cars having pneumatic tires at Camp 
Sherman, Chillicothe, Ohio. Marc Spoerl is general 
manager of the company. 


Homer Samson, president of the Samson Hardware 
Co., Washington Courthouse, Ohio, has purchased the 
stock of the Washington Hardware Co., on East Court 
street, and will remove to the new location. 


Wooden Pullevs Make a Life-like Howitzer 
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This window in the Knoblauch Hardware Co.’s store at 608 Broadway, Brooklyn, N. Y., proved to be not only @ 


good attention-attracter but a goo 
minutes. 


d seller. The construction of the imitation gun out of pulleys took only a few 
A U.S. flag was stretched across to form a background and caught up from the lower center so as to 
obtain a graceful effect 

















Planning the Congressional Program—Slim Chance for Price Maintenance 
Legislation This Session—Big Increase in Automobile Taxes 
By W. L. CROUNSE 


WASHINGTON, August 12, 1918. 

HE Congressional recess, taken for the pur- 
T pose of allowing the Ways and Means Com- 

mittee to frame the new revenue bill, is half 
over and Congressional leaders are beginning to 
worry about the legislative program when Congress 
gets into its regular stride again. Both Houses 
will be in continuous session once more by August 
26, and the date is being looked forward to with 
some anxiety by those who have important meas- 
ures upon which they hope to obtain action at the 
present session. 

The Ways and Means Committee has been work- 
ing long hours on the new revenue bill, but is not 
likely to complete it for reporting to the House 
much before September Ist. Nabody here doubts 
the House will pass the bill substantially in the 
form as reported by Chairman Kitchin; neverthe- 
less, there will be a strong disposition to permit 
considerable debate in order that critics of the bill 
may not claim that it was railroaded through the 
House. It is therefore the best opinion that at 
least two weeks’ discussion will be allowed, which 
will bring the session up to September 15 before 
the House would be able to consider any general 
legislation. 

After the House disposes of the revenue bill, the 
leaders will hold a pow-wow to determine the 
course to be pursued thereafter with respect to 
general legislation. Many favor holding business 
down to a strictly war basis, and if this is done it 
will mean that the House will take a series of short 
three-day recesses, virtually marking time until the 
Senate disposes of the revénue bill and sends it 
back for concurrence in the Finance Committee’s 
amendments. 

There is a strong contingent in the House, how- 
ever, that favors a business session devoted to gen- 
eral legislation, and this contingent is made up of 
some of the most conspicuous members of both 
political parties. These men are pointing out that 
Congress cannot afford to waste time in a great 
emergency like this, and if its membérs are to be 
kept in Washington they should be permitted to 
consider and act on many pending bills of impor- 
tance to the business interests of the country. 


B! 


Business Bills Are War Measures 


LLS of paramount value to business may fairlv 
be said to be war measures, for Congress is 
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thinking only in terms of the war, and therefore 
whatever is necessary for the welfare of the com- 
merce and industry of the nation may properly be 
included in the war program. 

These are the arguments that are being put for- 
ward by the advocates of such measures as the 
Stevens’ price maintenance bill, the Barkley honest 
merchandizing bill, and several other measures deal- 
ing directly with the merchants and manufacturers 
of the country. Advocates of so-called honest paint 
legislation are also suggesting that this matter 
should be brought forward and included in any 
program of general legislation that may be adopted. 

The Stevens’ Bill champions never lack the cour- 
age of their convictions. Nothing daunts them, 
and no matter how forbidding the outlook may be, 
their optimism overrides every obstacle, and they 
are ever confident that their pet project will be 
brought to a vote. It is significant that their de- 
mand is only for a vote, for a canvass they have 
made of both houses has convinced them that they 
have a safe majority provided a ballot can be 
forced. 


No Stevens Bill This Session 


HAVE always been a consistent advocate of 

price maintenance, properly safeguarded to 
protect the consumer against exactions by manu- 
facturers who might be in position to employ 
monopolistic methods; nevertheless, I am far from 
sanguine that a price maintenance bill can be put 
through at the present session. My reasons are 
predicated upon certain practical considerations, 
and have nothing to do with the merits of the 
Stevens’ measure, or with the advisability of taking 
it up at this time. 

The strength of the price maintenance movement 
in Congress has been a matter of slow growth, 
and in my opinion it cannot be strengthened by 
the adoption of brass-band methods. Any such 
methods that resulted in forcing the bill to a vote 
prematurely in my opinion would spell disaster, 
for even though the measure might pass the House, 
nevertheless, if the majority should be small it 
would probably be deféated in the Senate, where 
there is a small but powerful contingent of senators 
who are opposed to any form of price maintenance 
that would be of value to manufacturers and 
dealers. 

Even habitual price cutters have their champions, 
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as every legitimate retailer knows, for he has had 
his attention drawn to their work in every trading 
stamp or gift enterprise campaign that has been 
set on foot. We must remember, too, that the 
Senate, although sometimes called a deliberative 
body, is also a more or less representative body, and 
therefore includes within its membership some who 
honestly believe they are serving the consumers of 
the country when they oppose the maintenance of 
reasonable prices and insist that the man or the 
woman who buys is helped through the application 
of price slashing methods to what he or she desires 
to purchase. 


All Merchandise Must “Pay Its Way” 


F course, this is the narrow view advocated in 

support of price cutting. It is urged by those 
who do not stop to consider that reliable mer- 
chandise cannot be manufactured and universally 
distributed on any such basis. 

If the business world was a world of job lots, 
odds and ends, and fake goods, the consumer would 
probably lose nothing through price cutting. But 
with sound merchandise making up the bulk of 
the country’s business, it hardly seems to require 
argument that the manufacturer, in order to keep 
his organization going, must reap a reasonable 
profit, and that his distribution system must in- 
clude wholesalers and retailers who get a fair pro- 
portion of their revenue out of each item of mer- 
chandise they handle. 

How long would the sugar industry be able to 
maintain its organization, and sustain its world- 
wide distribution system if every dealer followed 
the methods employed by Sears, Roebuck & Com- 
pany, and cut prices on this universally consumed 
commodity below cost as a bait to induce customers 
to buy their merchandise? Can their customer, who 
succeeds in obtaining ten pounds of sugar at less 
than cost, come out ahead of th? game when, in 
order to cecure this wonderful bargain, he must 
buy ten dollars’ worth of other merchandise, on 
every item.of which the mail-order house rings in 
a handsome profit? 


Parliamentary Tangle Will Prevent Action 


Y reasons for believing the Stevens’ bill will 

not pass at this session are, first, that its 
champions will not make the mistake of trying to 
hasten the Federal Trade Commission in framing 
amendments to the price maintenance measure that 
have been in process of formulation for some 
weeks; and, second, that before this revised bill 
can be taken up for serious ccnsideration by the 
House Committee on Interstate and Foreign Com- 
merce, the session will be so far advanced as to 
make it a parliamentary impossibility to obtain 
action, either in committee, or on the floor, under 
conditions that promise success. Sometimes haste 
makes waste, and I am firmly of the opinion that 
this is one of those times. 

But, as I have frequently pointed out in this 
correspondence, large bodies move slowly, and 
things worth doing well often require much time 
for their consummation. I firmly believe that a well- 
considered, carefully-rounded price maintenance 
measure will be worth to the community all the 
consideration that it may be necessary to devote 
to it in Congress to perfect its every feature. 


Barkley Bill Losing Ground 


HE enthusiasm over the Barkley honest mer- 
chandising bill appears to have subsided some- 
what, chiefly, I believe, because of inherent defects 
in the measure which I have heretofore pointed out, 
and which have come to be recognized by many 
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strong advocates of the general principle under- 
lying its provisions. I doubt very much, therefore, 
that this bill will make any progress at the presen’ 
session, notwithstanding the fact that it was re- 
ported in the last Congress by the Committee on 
Interstate and Foreign Commerce by a practical] 
unanimous vote. 

The chief difficulty with the Barkley bill lies in 
the section which attempts to control advertising 
in newspapers or magazines by a method which 
many good. lawyers in Congress regard as uncon- 
stitutional. 

Under the Barkley bill, for instance, any article 
handled by a retail hardware dealer may be seized 
by a Government inspector, and the seller put to 
a great deal of trouble—if, indeed, he escapes fine 
and imprisonment—when, in some remote part of 
the country, an advertisement appears making 
claims regarding the article which are found to be 
untrue. This is “honest merchandising” with a 
vengeance, and I am sure that whatever the House 
might do with such a bill, the Senate would turn 
it down with a vigorous bang. 

There is no doubt that it is a difficult matter to 
get at the dishonest advertiser, but I am satisfied 
that no adequate method of accomplishing this 
project will be devised that will not penalize the 
innocent retailer who has had absolutely no oppor- 
tunity to inspect the false advertising, or to com- 
pare the claims made concerning the merchandise 
to which they relate with the articles themselves. 
Legislation to promote honesty is coming more and 
more to respect the position of the reputable re- 
tailer, and I do not think that Congress will again 
make the retail merchant the “goat.” 


Som: Big Automobile Taxes 


I HAVE received several inquiries from readers 

of HARDWARE AGE concerning the prospects for 
the passage of the revenue bill, and especially as 
to the probability that there will be an increase in 
the present taxes on automobiles. I am glad to 
answer these questions, although the news is not 
likely to be pleasant reading for manufacturers, 
dealers, or users. 

The pending revenue bill will certainly pass in 
some form before next Christmas. Some of the 
Congressional leaders hope to postpone final action 
until after the elections, for they remember that 
parties that have been responsible for drastic taxa- 
tion on the eve of Congressional or Presidential 
elections have usually met a Waterloo at the polls. 

So far as the automobile tax is concerned, the 
present outlook strongly favors two imposts, first, 
a tax on sales to be paid by the manufacturer con- 
siderably larger than that now in force, and, sec- 
ond, an annual tax in the form of a personal prop- 
erty levy, to be paid by the owner. Presumably 
this annual tax will be graduated downward from 
year to year on each particular car to cover depre- 
ciation. 

Taxing Both Producers and Users 
HE Ways and Means Committee has already 
taken preliminary action by adopting a tax of 
10 per cent on the selling price of automobiles and 
5 per cent on the price of trucks; these taxes to be 
paid by the manufacturers, and in addition a grad- 
uated tax of from $10 to $140 based on the original 
cost of cars has been imposed upon owners. The 
schedule as framed by the committee is as follows: 





ORIGINAL CosT OF AUTOMOBILE TAX 
SAD Oe Mi ars is taney ee Rr easanounes $10 
Above $500 and rfot over $750.............00+: 15 


Above 760 and net OVOP TiOO0... 6c ccccswiscces 
Above 1,000 and not over 1,500...............-- 
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Above 1,500 and not over. 2,000................4. 40 
Above 2,000 and not over 2,500................. 50 
Above 2,500 and not over 3,000................. 60 
Above 3,000 and not over 3,500..............05. 80 
Above 3,500 and not over 4,000................. 100 
Above 4,000 and not over 4,500...............-. 120 
Above 4,500 and not over 5,000................. 140 


An additional $40 for each $1,000 of original cost 
above $5,000. 


Chairman Kitchin and his colleagues figure that 
these taxes will yield about $125,000,000. 


HE achievement of the United States 
T marines at Chateau Thierry marked 

a glorious page in American history. 
This nation was thrilled by the heroic ac- 
tion of our brave boys in that initial test of 
their fighting qualities. History records 
how they came to grips with the Kaiser’s 
best troops, overcame obstacles that might 
have discouraged men of less sterling fiber, 
whipped the enemy to a standstill, consoli- 
dated their gains and held them through a 
hell of German gun fire, gas and grenades. 








The news of that victory swept this 
country like wild fire, thrilled us with pa- 
triotic pride, and placed the marines on a 
pedestal erected by public opinion. 


The battle at Chateau Thierry is a great 
link in the strong chain that binds closer 
the loves and destinies of the French and 
American Republics. Chateau Thierry is a 
link in a chain that will never be broken, 
for it was welded in conflict where the blood 
of Americans mingled with the blood of our 
Allies. 


Great victories in war time have their 
cost. The price is human life, and when 
democracies throw their manhood into the 
death grapple, the lives that are laid down 
to maintain the ideals of self-governed peo- 
ples are gladly offered in part payment for 
the privileges of honorable citizenship. 


Chateau Thierry was the mile mark of 
the century. 





On the Altar of Democracy 


LOWELL COREY, U. S. MARINE 














In addition motorcycles are to be taxed $5 a 
year. This tax will be paid by the owner regard- 
less of the power of the machine. 

Will the Farmers Win on Gasoline? 
TENTATIVE agreement has been made to 
impose a tax of two cents per gallon on gaso- 
line. This should produce about $45,000,000. 

Whether the gasoline tax will stick is an open 
question. The farmers of the country use a lot of 
gasoline. They will object strenuously to the tax 
and they have a barrel of votes. 





From the glory of that victory we now 
turn to the price we have paid. 


Among those patriotic, wholesome, thor- 
ough Americans who have received tele- 
grams from the War Department, is M. L. 
Corey, treasurer of the National Hardware 
Association. No man is more respected or 
better loved in retai] hardware circles than 
this solid, dependable son of democracy. 











The telegram announced in blinding brev- 
ity that his youngest son, Lowell Corey, 
was killed in action July 19. 


Lowell was a marine. His was the group 
that gave the Germans that taste of 
America’s fighting qualities at Chateau 
Thierry. His death is a distinct shock to 
a multitude of friends in hardware circles. 
The sad news turns strong currents of 
sympathy toward the Corey summer camp 
at Bay Lake, Minn., where the father and 
mother of that heroic young marine have 












received the news. 


Thousands of willing shoulders would 





help bear their grief, which cannot be 
lightened though shared by the nation. 





Their loss is colossal. It is the best they 






had to lay on the altar of Democracy, but 
they are of that fiber that in their tear 
dimmed eyes shines the resolution to go on 





vigorously and courageously carrying for- 
ward the fight for the ideals and democratic 
institutions to which Lowell Corey, U. S. 
Marine, dedicated his life. 
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EDITORIAL COMMENT 








AgainstGerman and Austrian- 


Made Goods 


HAT the hardware trade as a whole— 
manufacturers, jobbers and retail mer- 
chants—endorses the sentiments ex- 
pressed in the editorial, “Mr. Buyer, It’s Up 
to You,” which appeared in our issue of July 
25, is emphatically proved by the increased’ 
expressions of approval received during the 
past week. There have been so many letters 
we are not able to print them all in this issue. 

But these letters have not been confined to 
the hardware trade. They are arriving in 
increasing numbers from business men en- 
gaged in entirely different lines. Nor has 
the approbation come solely from men. 
Women are also writing in for reprints, in- 
dicating that the editorial touched a spring 
of deeply felt sentiment. 

The reprints have now been made in 
booklet form, fitting legal-size envelopes and 
easily going into the pocket. They are sup- 
plied free to all parties interested in the 
withholding of American patronage of Ger- 
man and Austrian-made goods. 

Additional letters follow: 

N. 
United States Shipping Board, Washington. 
Aug. 1, 1918. 

Dear Mr. Soule: I have your letter of July 30 with 
your forceful booklet urging upon merchandise buyers 
the support of new lines of American manufactured 
goods which have been developed by the war, and I 
consider it a strong statement of a decidedly impor- 
tant question. Thank you for letting me see it. Yours 


very sincerely, EDWARD N. HURLEY, 
Chairman. 


From E. Hurley 


From Senator King of Utah 


United States Senate, 
Committee on Expenditures in the 
Post Office Department. 
July 31, 1918. 
Roy F. Soule, Esq., Editor, Hardware Age, New York 
City, N. Y. 

My Dear Sir: I have your letter of July 30, together 
with the article to which you refer, which is entitled 
“Mr. Buyer, It’s Up to You.” This movement for the 
voluntary restriction of Germany’s foreign trade is to 
be commended. No other course will be so effective as 
this in order to bring Germans to a realization that 
their foreign trade depends upon the good will of the 
other nations and that this good will may not be ob- 
tained by the expenditure of bullets and blood. 

The very few sane and rational statements which 
have come out of Germany have emanated from the 
mercantile classes. Indeed, wherever one has found a 
German who is apparently rational and sane upon the 
war and who has some appreciation of the viewpoint 
of the nations opposed to Germany in the war, one has 
no doubt discovered that this German is usually a Jew. 
Jews, of course, have a culture which is older than 
that of the Germans and they have never depended 
upon force for the promotion of their interests in the 


world. If the international policy of Germany were 
determined by the mercantile class, Germany would 
seek relations of comity and good will with other na- 
tions and would not employ war for the promotion of 
its international aims and objects. 

Permit me again to say that your movement is to 
be commended, and to thank you for bringing the same 
to my attention. Yours very truly, 

WILLIAM H. KING. 


From Sir Frederick Black, K.C.B. 


British War Mission, 
Room 1628, 165 Broadway, New York. 
July 31, 1918. 

Dear Sir: I thank you for your letter 30th July 
and the pamphlet “Mr. Buyer, It’s Up to You.” 

I wish you well in all propaganda that will awaken 
the consciences of buyers and let them understand that 
there are other considerations, moral and economic, in 
the purchase of daily necessities beyond the mere ques- 
tion of price. Very truly yours, F. W. BLACK. 


“A Powerful Appeal” 


Philadelphia, Pa., Aug. 5, 1918. 
My Dear Mr. Soule: I have read with great interest 
the article referred to in yours of the 30th ult., “Mr. 


Buyer, It’s Up to You.” 
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I beg to congratulate you upon both thought and 
expression. In my judgment this editorial makes a 
powerful appeal to the buyers in the United States to 
perform an act of simple justice. 

I would appreciate the opportunity of sending about 
1000 of these booklets in such a way as will be effective 
in bringing the thoughts you express to fruitful use. 
With kindest regards, I am, yours very truly, 

CHAS. W. ASBURY, 
The Enterprise Manufacturing Co. of Pa. 


“Keep It Alive” 


New York City, Aug. 3, 1918. 
Dear Roy: I have read with great interest your edi- 
torial “Mr. Buyer, It’s Up to You.” It is timely, and 
I hope you will keep it alive. Please send us a thou- 
sand copies to use as inserts. Yours very truly, 
/ A. C. PENN. 
A. C. Penn, Incorporated. 


No More German Goods 


Dear Mr. Soule: We have your letter of July 30, also 
copy of the feature article, “Mr. Buyer, It’s Up to You.” 
The article is a particularly good one, and we believe 
it will go a long way toward shaping the opinions and 
the policy of the buyer. 

In the future, rather than purchase any article of 
German manufacture, we would make an entire change 
in the construction of our refrigerators. 

All Americans should be proud of the fact that we do 
not resort to trickery and deceit, but are open and clean 
in our propaganda and our reasons for it. With kind- 
est regards from the writer, we remain, yours very 
truly, : 
UNITED REFRIGERATOR COMPANIES, 

(Signed) J. E. Moyer. 


For the Red Cross 


Dear Sirs: I have been very much impressed with 
your reprint from HARDWARE AGE of July 25, 1918— 
“Mr. Buyer, It’s Up to You,” so much so that I would 
like 100 copies, if possible, to distribute among my 
women friends at the Red Cross workrooms. My hus- 
ban, Edwin N. Ohl, is a member of the firm of Fruit- 
Ohl & Company (Hardware) of Sharon, Pa. Very 
truly yours, 

KATHERINE B. OHL, 
5225 Pembroke Place, Pittsburgh, Pa. 
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For Buyers of Hardware 


: Worcester, Mass., Aug. 1, 1918. 
Dear Sir: Your favor of July 30, enclosing reprint 
from HARDWARE AGE of July 25, 1918, duly received. 
We do not know, of course, how many of the buyers for 
the jobbers to whom we sell our make of goods would 
receive copies from other people, so if you will send us 
200 we will see that they go to as many buyers of hard- 
ware in the next few weeks. We remain, yours truly, 

HARRINGTON & RICHARDSON ARMS CoO., 
(Signed) Geo. F. Brooks, Treas. 


Good for the Home Folks 


Cincinnati, O., Aug. 1, 1918. 

Dear Sir: There are three good reasons why a copy 
of “Mr. Buyer, It’s Up to You,” should be in the hands 
of every merchant in the United States. 

The first is that it’s a tremendously vital subject— 
the second that it is remarkably well handled—and the 
third that its lesson simply must be forced upon the 
mind of every distributor who operates under the 
American flag. 

How often do you suppose a man can read u trade 
journal and get material for a little speech that will be 
acceptable to the home folks? Not very often, but that’s 
exactly what I did after reading your article in the 
HARDWARE AGE—I couldn’t forget it—it kept bobbing 
up for further thought, and upon arriving home and 
finding a gathering of friends, I used the first oppor- 
tunity to tell them your story and to spread your 
American propaganda. 

What we need from now on is more of the same kind 
of thunder. Here’s my hand—go to it. Very truly 
yours, 

THE UNIVERSAL EQUALIZER COMPANY, 
(Signed) Edward J. Hoff, Secretary. 





“Masterly Article” 


Dear Sir: We thank you for sending us the reprint 
from the HARDWARE AGE of July 25, entitled “Mr. 
Buyer, It’s Up to You.” We consider this a masterly 
article which brings the matter forcibly and bluntly 

fore every reader. 

We can use, to very good advantage, 1000 copies, and 
if there is any expense connected with it, we will be 
very glad to pay for them. Yours truly, 

THE ACME SHEAR COMPANY, 
(Signed) Dwight C. Wheeler, Sec’y. 


From Mount Vernon 


44-47 South Fourth Avenue, 
Mount Vernon, N. Y., Aug. 2, 1918. 
Gentlemen: Kindly send ten (10) reprints of “Mr. 
Buyer, It’s Up to You,” and oblige, yours truly, 
GEO. HOWARD, INC. 


Best Treatment of the Subject 


Allentown, Pa. 

Dear Roy: I want to congratulate you on your strong 
editorial, entitled: “Mr. Buyer, It’s Up to You.” This 
is the best treatment of the subject that the writer has 
ever seen, because you stated the facts in such a way 
that the reader cannot fail but be interested and as 
a result the editorial will prove of great value to our 
country. 

Would it be asking too much of you to send a few to 
the writer for distribution among business men who 
may not read HARDWARE AGE? Very sincerely yours, 

BONNEY VISE & TOOL WORKS, INC., 
(Signed) C. Edw. Wood, Sales Manager. 


For Enclosure to the Trade 


7 and 9 Leonard Street, New York, 
Aug. 1, 1918. 
Dear Sir: We acknowledge receipt of your letter of 
the 30th and we should be very glad indeed to enclose 
to our trade the story which you sent us in pamphlet 
form. If you will send us 5,000 we shall be glad to 
If you have them in a different form, 


send them out. 
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so that they will go into our envelope, like sample en- 
closed, it will be more convenient for us and probably 
in a more convenient shape for the customer to read, 
although not so likely to attract attention. We are 
with you in your sentiments in every way. 

We are bound to win this war and wipe out every- 
thing that is Prussian from the face of the earth. Yours 
for Victory, 

CORDLEY & HAYES. 


Reaching ’em Personally 


6811 Kelly Street E., Pittsburgh, Pa., 
Aug. 3, 1918. 

Dear Sir: Your stirring reprint of July 25, 1918, is 
received. I can reach buyers of nearly all our sub- 
sidiaries personally, the only way to get between their 
shirts and skin, and will need 350 to 500 copies for this 
purpose, gratis. 

[ have been teaching and “preaching” this same doc- 
trine for some time. 

It is, in short, one important thrust—when the boys 
come home they will produce these articles, and your 
boycott of German goods will be a double-barreled 
assault. It will benefit—and needfully so—those tor- 
tured ones whose only crime is, they are fighting our 
battles. Yours truly. 

(Signed) J. L. McCASKEY. 
“Fine” 
38 Murray Street, New York, 
Aug. 2, 1918. 

Dear Sirs: Please send me a copy of “Mr. Buyer, It’s 
Up to You.” 

I think it’s fine. Thank you kindly for same. 

Mrs. M. G. BROWN. 


“Fully Agree” 


Detroit, Mich., Aug. 1, 1918. 

Gentlemen: We have read with interest your pamph- 
let, “Mr. Buyer, It’s Up to You.” 

We fully agree with its contents. If you will send 
us a supply of these we will gladly distribute them in 
our mail. Yours truly, 

AMERICAN PAINT & GLASS COMPANY, 
(Signed) J. H. Rippier, Manager. 


“Must Have Facts” 


Equitable Building, New York, 
Aug. 2, 1918. 

Dear Mr. Soule: I am in receipt of a copy of your 
circular, “Mr. Buyer, It’s Up to You.” I do not know 
of any other collection containing such scathing de- 
nunciations of the acts of the German army as yours; 
it certainly is well to have these matters brought before 
the public. 

To what extent it will be wise to shut off Germany 
from economic and business relations with the United 
States is a question which must be determined in the 
future. To decide this question wisely we must have 
facts, so far as possible, before us, and your contribu- 
tion will certainly be of interest. With kind regards, 
I am, very truly yours, 

R. H. TREMAN. 


1000 for This Concern 


Bessemer, Ala., 
July 30, 1918. 
Dear Sir: Please mail us 1000 copies of “Mr. Buyer, 
It’s Up to You,” a war piece written by Mr. R. F. Soule, 
as per your recent issue. Respectfully, 
LONG LEWIS HARDWARE COMPANY, 
M. J. Brooks. 


“Absolutely Right” 


Moundesville, W. Va., 
Aug. 1, 1918. 

Dear Sir: There can be only one opinion in the above 
editorial. We believe that American business is pretty 
muchly all of the same mind. Your editorial is abso- 
lutely right. There is really nothing more that we can 
say about it. 

(Continued on page 85) 











Trade Conditions and Iron, Steel and Hardware Prices - 


NEW YORK 


HARDWARE AGE, 


OFFICE OF 
NEW YorkK, Aug. 12, 1918. 
HE hot spell which has besieged New York City 
and the vicinity for the past week has broken all 
The hottest day experienced in the metro- 
politan district since the establishment of the United 
States Weather Bureau was 100 in the shade, until 
on Aug. 7 the record was broken with 102 in the 
shade and 120 in the sun. Naturally, hardware busi- 
ness has not been as brisk during the past week as 

might be expected, even in the dull season. 

Manufacturers as a whole report that collections 
are about normal, having improved considerably since 
spring. There is a considerable tendency to overrun 
cash discount periods three or four days, and in many 
instances manufacturers and jobbers attribute this to 
a shortage of office help, rather than to an inclina- 
tion to procrastinate. Cutlery dealers report domestic 
business very good, due to the difficulty in making 
shipments. Orders for case lots are receiving more 
prompt attention than for broken packages. The man- 
ufacturers of hinges and butts are receiving practi- 
cally no business from domestic sources; that is, prac- 
tically no business compared with normal times. About 
75 per cent of their output is being taken by the Gov- 
ernment, being used directly or indirectly in war work. 

One of the principal manufacturers of tools advises 
that the continuance of their policy to make prices 
only on delivery of orders is proving more satisfac- 
tory than was anticipated. This concern has stead- 
fastly refused to quote prices on their tools for over 
a year, stating that the only way to figure prices where 
orders were taken for delivery three or four months 
in the future, was to make allowances for all sorts 
of contingencies, some of which did not materialize. 
This same manufacturer reports that labor difficulties 
increase rather than diminish. Before the war this 
concern, which employs several thousand men, was 
working on an average of a 55-hour week. At the 
present time their men are working on a 48-hour 
week basis, and are receiving time and a half for over- 
time. This factory, manufacturing a very complete 
line of mechanics’ and carpenters’ tools, advises fur- 
ther that all new work started is for the Government. 
They are creating no new goods for strictly domestic 
demands. 

One of the leading wholesalers when approached by 
a HARDWARE AGE market man this week, lit a fresh 
cigar and said, “I can give you the condition in about 
two puffs. We have not any trouble selling goods, 
but it is like climbing a mountain to get anything. 
Our stocks are badly depleted, and becoming more so 
every day. If we place a fair sized order with a man- 
ufacturer he immediately suspects us of loading up 
and comes near accusing us of profiteering. It’s get- 
ting so if a man orders more than 100 pounds of 
an item, his proposed purchase is looked upon with 
suspicion. 

Asked the condition of the sporting goods market, 
another well known wholesaler said that golf supplies 
were in the saddle and baseball goods in the discard. 
He said the only interesting thing he had heard about 
baseball was a story that came from his boy at the 
front. This young hardware man wrote his parent 
of a ball game in France. It was all America against 
Canada. The American team was made up of eight 
different nationalities, exclusive of the Irish. The real 
freak in the lot was a Turk, who, when he came to 
the bat in a tight place. raised his hands impressively 
and said, “Allah, thou knowest thy son.” and shortly 
afterwards lined out a two-bagger. A red-headed Irish- 
man, following him to the bat. quickly pronounced his 
Catholic faith by crossing himself, and, raising his 
face to the sun, solemnly said, “You know me, Al.” 
He made a home run. 

Hot weather certainly does mix the market up. 
A manufacturer of too!s and cutlery reports that many 
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wholesalers are anticipating their wants rather 
strongly, and that some of them have recently got 
the idea that they are overbuying, but are tremulously 
ordering out their shipments. It is his belief that the 
next six weeks will demonstrate that they have under- 
bought rather than over-purchased. 


LINSEED O1L.—The market as a whole in New York 
and vicinity is not on an even keel. Prices as quoted 
by various dealers show considerable differences in fluc- 
tuation. During the past week linseed oil in five-barrel 
lots has been quoted all the way from $1.85 to $1.92 
per gallon. This irregularity is due in many cases to 
the personal views of individual sellers in regard to the 
future of linseed oil. The demand at present is not 
large and the supply is still smaller. Very few dealers 
have aught but limited supplies. The recent restric- 
tion laid on seed importations from Argentine still has 
its influence. 

Linseed oil, raw, city brands, in five or more barrels, 
is $1.85 per gallon; in less than five-barrel lots, $1.86 
per gallon. 


NAVAL StToRES.—The market showed a stronger, fol- 
lowed by an easing tendency in this territory this week. 
Locally there was a decline of 10c. on all grades of rosin 
to I, the higher varieties remaining fairly steady. Tur- 
pentine continued slow, with an easier tone in evidence. 

Turpentine, in yard, is quoted at 61 to 62c. per gal. 

Rosin, in yard, common to good. strained on basis of 280 
Ib, per bbl, 11.10c, and D grade 11.1744c. 


RopE.—Both domestic and Government business con- 
tinues to be very good, and spot orders continue to be 
the popular order of the day. One of the leading 
distributors reports that spot deliveries for the past 
week were the largest in the history of the New York 
branch. American manufacturers of rope are receiv- 
ing many foreign orders in fields they never before 
invaded, and these sales given a year or two ago are 
reaping repeat orders of enormous volume. Prices con- 
tinue as follows: 





Manila rope prices are as follows: Manila rope, first grade, 
is 33c.; second grade, 32c., and third grade, 28c. base per Ib. 
Manila bolt rope is 38c. per Ib. 

Sisal rope, first grade, is 28c., and second grade, 20c. base 
per Ib. Hide, bale and hay rope, medium oiled, first grade, 
is 231%4c., and second grade, 20'%4c. base per Ib. 

Tarred lath yarn is, first grade, 23c., and second grade, 
20c. base per Ib. 


ScyTHEs.—At the request of the War Industries 
Board, manufacturers of scythes have decided to elim- 
inate all finish except polishing the edge of the tool. 


Winpow G.Lass.—Manufacturers of window glass 
have decided on a raise in the first and_ third 
brackets of A and B, single thick, which will be placed 
hereafter on the same discount basis. This action will 
become effective within the next few days. It will be 
equivalent to a raise of 15 to 20 per cent on the first 
three brackets, single thick. 

The outlook for window glass as a whole remains 
dubious. In fact, one jobber described the situation this 
week as being “up in the air.” The present prospects 
indicate that the output will be cut even more than 
the 50 per cent reduction which has been already de- 
cided upon. No manufacturing is likely to be resumed 
hefore Dec. 8. The present stocks in the hands of job- 
bers and manufacturers, therefore, will have to carry 
the country until Dec. 15 or 20 next, according to the 
present outlook. Government requirements continue 
marked and uninterrupted. Export requirements also 
are a considerable factor at present, exportations to 
Argentine and Brazil being quite heavy. 


Wire Naits.—The situation in regard to wire nails 
remains chaotic. Army and Navy requirements con- 
tinue heavy. Ordinary buyers have to content them- 
selves with such lots as they can pick up. 

Wire nails, in store, are $4.75, and carted by the jobber, 
$4.85 base per keg. 


Cut NaILs.—Stocks continue weak, and conditions in 
cut nails are considerably worse than in wire. Cus- 
tomers are often glad to take plain wire or coated nails 
in available sizes. 


Cut nalls. in store. are $6, and delivered by the wholesaler 
in carting limits, $6.10 base per keg. 
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CHICAGO 


HARDWARE 
August 8, 


OFFICE OF 

Chicago, 

USINESS for August bids fair to make a new mid- 

summer record. While merchants are not buying 

so far ahead as usual, the general result figured in 

dollars and cents is far above that of the corresponding 

month of last year, and the opinion evidently prevails 

that with money plentiful, labor fully employed at high 

wages, and the high prices ruling for all kinds of farm 

produce, expenditures will continue, even after the 
allowance is made for the demands of the war. 

The following statement is made in a circular issued 
July 22, by the Priorities Division of the War Industries 
Board and addressed to all producers, manufacturers, 
dealers and consumers: 

It is imperative that every manufacturer, job- 
ber and retailer of iron and steel products, should 
fully realize and make his salesmen and customers 
realize, that his attitude toward his trade is ex- 
actly the reverse of that in normal times. It re- 
quires no salesmanship merely to sell goods where 
the demand greatly exceeds the supply, but it does 
require real salesmanship and a high degree of 
patriotism to sell with discrimination and with a 
view of limiting the purchases to strictly essential 
uses. The controlling consideration being: Where 
can these stocks be best placed to the public in- 
terest? While several divisions of the War Indus- 
tries Board are anxious to assist you, and will not 
hesitate as occasion may require to direct you, 
this, nevertheless, is your problem. With confi- 
dence we look to you fer such policing of the 
distribution of iron and steel products as will insure 
each pound being applied only to essential uses. 


It is evident from the above that the Government is 
determined to have every individual bend his best 
efforts to co-operate in the work of winning the war. 
Whatever difference of opinion existed a year ago 
has disappeared. Never in the history of the country, 
in a time of war, has there been such a united nation 
as at present. The banking situation is sound, credits 
are being well handled and collections are uniformly 
good. 


BABBITT METAL.—There continues to be a very heavy 
demand for babbit metal, and jobbers are unable to 
secure enough of this at their source of supply to fill 
their orders. Prices remain firm and are same as last 
reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
babbitt metal, 13',c. per lb.; Cruso brand, 16c. per Ilb.; Tony 
brand, 19c. per Ib.; Revenoc or Magnolia brands, 22c. per Ib. 

BUILDERS’ HARDWARE.—Jobbers are issuing new prices 
on builders’ hardware to take effect Aug. 1 which will 
show an advance of about 10 per cent. Manufacturers 
of builders’ hardware have notified the trade that they 
will discontinue giving freight allowances and that all 
their products will be sold f.o.b. factory. Also that 
goods delivered from the various warehouses will take 
an advance of 10 per cent, and that their products 
will be confined to stock finishes and patterns. No 
special finishes or special goods of any kind will be 
made during the war. 


3UTCHER KNIvVES.—About 75 per cent of the sizes 
and patterns of butcher knives have been discontinued 
by the manufacturers. Only the standard patterns 
and sizes being obtainable. Up to a short time ago a 
large quantity of butcher knives was imported from 
England, but shipments in the last few months have 
been curtailed to such an extent that very few butcher 
knives have been imported; the result is that the 
demand on the American manufacturer has increased 
to such an extent that he is unable to meet the demands 
and is three or four months behind with deliveries. 
The demand for butcher knives was never better and 
jobbers’ stocks are very low. Prices remain firm. 

_ We quote from jobbers’ stocks, f.o.b. Chicage 
Knives with coco-bolo handles, 6-in. blade, $5 

‘-in. blade, $6 per doz.; 8-in. blade, $7 per doz 
handle, 6-in. blade, $5.75 per doz.; 7-in. blade, 
S-in. blade, $9.25 per doz.; 10-in. blade, $12. per 
12-in. blade, $16.75 per doz.; 14-in. blade, $20.75 per doz.; 
beech wood handle, fastened with 3 saw-screw brass rivets, 
%-in. blade, $4.50 per doz.; 6%4-in. blade, $4.75 per doz.; 7-in. 
blade, $5 25 per doz.: 8-in. blade, $6.25 per doz.; 9-in. blade, 

25 per doz.; 10-in. blade, $10 per doz.; 12-in. blade, 
$13.50 per doz.; 14-in. blade, $17 per doz. 

BuILDING PAPER.—The demand for building paper is 
confined entirely to the use of public buildings, repair 
work and cantonments, there being very few commercial 
buildings under construction, the result is that sales 
on building paper are reported very light. 


pe 3utcher 
5 per doz.; 
with ebony 
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rolls, 


We quote from jobbers’ 
sheathing paper, 20-lb 
per roll; 30-lb. rolls, 0c. 


Chicago 
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ALARM CLOocKs.—The moving of the time one hour 
ahead has had an unusual effect upon the sale of alarm 
clocks. Manufacturers are several months behind with 
their orders, and jobbers’ sales are reported above nor- 
mal. Jobbers’ stocks are badly broken and are out of 
several numbers, especially the “Big Ben” type. 

We quote from jobbers’ stocks, f.o.b. Chicago: The Ameri- 
can alarm clock, in less than dozen lots, $10.04 per doz.; in 
dozen lots, $9.67 per doz.:; in case lots of 4 doz., $9.43 per doz.; 


Lookout alarm clocks, less than dozen lots, $12.61 per doz.; 
dozen lots, $12.24 per doz.; case lots of 2 dozen, $11.88 per 
doz.; Tattoo alarm clocks, dozen lots, $21.82 per doz.; case 


lots of 50, $21.21 per doz.;: The Slumber Stopper, radium dial, 
dozen lots, $27.28 per doz.;: Big Ben and Baby Ben alarm 


mw bemel 
clocks, $2 each. 





HAND TOILET CLIPPERS.—A steady flow of business 
is reported on hand toilet clippers. Deliveries from 
the manufacturer are reported very slow, claiming that 
cwing to the shortage of material and skilled labor 
they will not be able to make enough clippers to take 
care of the domestic use. Prices are firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
Clippers, $1.35 each; Success Clippers, $1.55 each; 
Clippers, $1.95 each; Khedive Clippers, $1.45 each. 


Yankee 
Triumph 


EAVES TROUGH AND GUTTER PIPE.—Jobbers are ac- 
cepting orders only subject to stock on hand, claiming 
that they are unable to get deliveries from the manu- 
facturers and that the demand has been unusually 
heavy. Jobbers’ stocks are very low and are reported 
out of several sizes. 

We quote from jobbers’ stocks, f.o.b. Chicago: 29-gage, 
lap joint eaves trough, 5-in., $6 per 100 ft.; 29-gage conductor 
pipe, 3-in., $6.50 per 106 ft. 


FILES.—The bulk of sales reported on files is coming 
from the agricultural districts and from the manufac- 
turing plants. Retail sales over the counter to contrac- 
tors are reported very light. Prices remain firm and 
are same as last reported. 

We quote from jobbers’ stocks, f.o.b. Chicago, the follow- 
ing discounts from standard lists: Nicholson files, 50-244; 
New American, 60; Disston, Black Diamond, 50. 

GARDEN TOooLs.—Sales on garden tools are reported 
very good. On account of the difficulty in obtaining 
steel and the shortage of handles, the sooner the trade 
places their orders, the better will be their chances 
of having their goods shipped promptly after Jan. 1. 
Handle manufacturers predict an advance in handles 
at a later date. Jobbers are booking unusually heavy 
orders for future shipments. 

We quote from jobbers’ stocks, f.o.b. Chicago : 

Spades.—In half doz. lots, D handle. No. 2, size of blade, 
7% x 12, $12.25 per doz.; long handle, $10.75 per doz.; Green- 
leaf’s D handle, No. 2, $13.75 per doz.: Greenleaf's long spade, 
No. 2, $13.75 per doz.; spading forks, D handle, 4 tine, No. 
043, $10.25 per doz. 

Surface Edge Cutters.—‘ x 
$8.40 per doz. 


50-5; 


5, $7.75 per doz.; edge trimmers 
’ ‘od I £ ’ 


Garden Trowels.—One-piece steel, 90c¢. per doz polished 
steel with riveted shank, 6-in., 95c. per doz.; 7-in., $1.05 per 
doz.: &-in. $1.15 per doz.; solid socket tempered steel, 6-in., 
$6.20 per doz. 


Rakes.—Solid steel rakes with polished edges and gray 


teeth, 12-in., $8 per doz.; 14-in., $8.75 per doz.; 16-in.. $9.50 
per doz. Malleable iron rakes with curved teeth, 10-in., 
$3.90 per doz.; 12-in., $4.40 per doz.; 14-in, $4.60 per doz.; 


16-in., $5.00 per doz.: malleable wrench with straight steel 
teeth, 12%4-in., $5.20 per doz.; 14%-in, $5.50 per doz.; 16%- 
in., $5.85 per doz.; wire tooth lorg rates, 24-tooth, $5.50 per 
doz.: 28-tooth, $7.00 per doz.; Ole Olson lawn rakes, bent 
head or straight head, 26-tooth, $5.60 per doz.; wooden hay 


rakes, 20-tooth, $4 per doz.; 10-tooth, $3 per doz a Gem 
Dandelion rake for everything but leaves, 16-in., $17.50 per 
doz.: 24-in., $22 per doz. 

Garden Hoes.—High grade razor steel welded to a soft 


steel back, all sizes, $8.75 per doz.; solid socket, cast steel 
with polished blades, 6 to 8 in., No. 12, $7.50 per doz.; No. 13, 
$7 per doz.; blued finish hoes, 7%-in. blades, 4%-ft. handle, 
riveted shank, $3.15 per doz.; 7%-in. blade, 4 1-3 ft. handle, 
socket shank, $3.85 per doz. 

GLass, Putty AND GLAZIERS’ PoInts.—There has 
been a slight improvement in the demand for glass. 
Jobbers, however, have very light stocks on hand, and 
retailers are not anticipating very heavily for the fall 
trade. There appears to be enough glass on the market 
to take care of all demands. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single 
strength A, first three brackets up to 50-in., 80 per cent off; 
above the third bracket, 79 per cent off; single strength B, 
first three brackets, 82 per cent off; all sizes of double 
strength A, 80 per cent off. : 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Putty, in 100-lb. kits, $3.35; glaziers’ points, No. 1, large 


No. 2, medium and No. 3 small, 1 doz. in a package, 6c. 
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GUNS AND AMMUNITION.—AII orders for guns and 
ammunition are taken subject to stock on hand, prior 
sale and war conditions. While there has been no 
advance in prices announced this week, jobbers are led 
to believe by the manufacturer that an advance will 
be put into effect very shortly. Sales are reported, 
both by the jobber and retailer as being very good, and 
jobbers’ stocks are unusually light for this season of 
the year. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single bar- 
rel shotguns, 12-gage, 30 or 32-in. barrels, with plain ex- 
tractor, $7 each; with automatic ejector, $7.35 each; 12-gage 


double barrel guns, with hammer, $14.50 each; hammerless, 
$17.50 each. : : 
No. 22 short semi-smokeless, $5 per thousand; No. 32 


short, rim fire, semi-smokeless, $11.75 per thousand; No. 22 
long, semi-smokeless, $6 per thousand; No. 32 long, semi- 
smokeless, rim fire, $13.50 per thousand; 20-6 per cent dis- 
count. Prices on shells are as follows: Peters’ Target, 
smokeless, 3 drams powder, 1% oz. shot, 1 to 10, $48 per 
thousand: Peters’ Referee, semi-smokeless, 3 drams powder, 
7-oz. shot, 1 to 10, $37 per thousand. Discount 20-4-% 
per cent. 

GALVANIZED WARE.—The Government is reported to 
be the heaviest buyer of galvanized ware, and manu- 
facturers are co-operating with the War Industrial 
Boards in limiting the supply for domestic use. Jobbers 
are conserving their stocks and are only filling such 
orders as they believe are to be used for essentials. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
galvanized tubs, No. 0, $9.80 per doz.; No. 1, $12.10 per doz.; 
No. 2, $13.60 per doz.; No. 3, $15.90 per doz.; medium grade, 
heavy galvanized tubs, No. 100s, $17.95 per doz.; No. 200s, 
$20.15 per doz.; No. 300s, $22.50 per doz.; common galvanized 
pails, 8-qt., $3.80 per doz.; 10-qt., $4.25 per doz.; 12-qt., $4 65 
per doz.; 14-qt., $5.20 per doz.; common galvanized stock 
pails, 14-at., $7.25 pér doz.; 16-qt., $7.95 per doz.; 18-qt., 
$9.25 per doz.; 20-qt., $10.50 per doz. 

LACE LEATHER.—Dealers are requested by the jobber 
to see that their stocks of lace leather is kept well up 
to normal at this time of the year, as the demand for 
the harvest season is expected to be unusually heavy. 
Prices remain unchanged. 

We quote from jobbers stock, f.o.b. Chicago: 
lace leather, %-in., $1.65 per 100 ft. 

Nuts, Botts AND LAG Screws.—Jobbers report that 
they have a fair stock of nuts, bolts and lag screws on 
hand, but that their supply will not last long unless 
they are able to procure deliveries from the mills. The 
manufacturers’ output is practically taken up by the 
Government, and jobbers will find it very difficult to 
replenish their stocks in the future. Prices are firm. 

We quote from jobbers stocks, f.o.b. Chicago: Machine 
bolts up to % x 4 in., 40 per cent discount; larger sizes 30 
per cent discount; carriage bolts up to % x 6 in.» 30-5 per 


Rawhide 


cent discount; larger sizes, 20-21% per cent discount; hot 
pressed nuts, square, $1.05 off, and hexagon, 8dc. off per 


100 Ib. Lag screws 40-10-2% per cent discount. 

NaILs.—There has been no relief for the jobber or 
dealer in the nail situation this week. Jobbers report 
that their stocks on hand are cleaned out and that 
from now on there will be practically no nails of any 
sizes to be had. 


We quote from jobbers’ stocks, f.o.b. Chicago: Common 
wire nails, $4.50 per keg, base; cement coated nails, $4.40 
per keg, base; steel cut nails, $5 per keg, base. Jobbers 


have no iron cut nails. All nail shipments limited. 


RAzoRS AND Razor BLADES.—The entire output of 
the Gillett Safety Razors and blades is being consumed 
by the Government. Jobbers have small stocks on hand 
and are shipping them out very sparingly. Manufac- 
turers of the Auto-Strop Razors also have notified the 
trade that their output is being consumed by the Gov- 
ernment, but that they are able to supply their blades 
to the trade. Jobbers have very few safety razors on 
hand and it is understood that very shortly the Gem and 
Ever-Ready Safety Razors and blades will be off the 
market, their product being taken over by the Govern- 
ment. 

We quote from jobbers’ stocks, f.o.b, Chicago: Full hollow 
ground, open blade razors, square point, flat rubber handles, 
917.25 per doz.; three-quarters hollow ground, square point, 
oval rubber handles, $14.75 per doz. 

Safety Razors.—We quote from jobbers’ stocks, f.o.b. Chi- 
cago, as follows: Gillette, $45 per doz.; Auto-Strop, $45 per 
doz.: Gem, in one doz. lots, $8.40 per doz.; 3 dozen lots, $8 


per doz.; Ever-Ready, in one doz. lots, $8.40 per doz.; 3 
dozen lots, $8 per doz. 

Blades.—We quote from jobbers’ stocks, f.o.b. Chicago: 
Gem, in 1 dozen sets, 7 blades to a set, $4.20 per doz. sets; 


Ever-Ready, 1 card containing 1 gross blades, % doz. to a 
package, 24 packages to the card, $6.72; Gillette, in 1 dozen 
ackages, 6 blades to the package, $4.50; Gillette, in 1 dozen 


ackages. 12 blades to a package, $9.00. Auto-Strop, No. 
010%, in dozen packages, 6 blades to a package, $4.50; Auto- 
Strop No. 610, in dozen packages, 12 blades to a package, 
$9.00. 


Ropre.—Manufacturers of rope report that they have 
ample stocks on hand to take care of all demands, and 
that business in general has been above normal this 
last week, very satisfactory sales have been reported. 
There has been no change in price. 

We quote from jobbers’ stocks, f.0.b. Chicago, as follows: 


‘ 





Hardware Age 


No. 1 manila rope, 33\%c. per lb. base; No. 2 manila rope, 
32%c. per lb. base; No. 3 manila rope, 28%c. per lb., base; 
sisal rope, No. 1, 23%c. per Ib.; No. 2, 20%c. per lp. 

SAND PAPER.—Jobbers report that the demand for 
sand paper has been unusually heavy this last week, 
especially from industrial centers. Retail sales over 
the counter are reported rather light, but business in 
general is fair. There has been no change in price. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
No. 1 sand paper, best grade, $6 per ream; cheaper grade, 
95.40 per 

ScrEws.—While the demand for screws at this time 
has not been up to normal, taken from a retail stand- 
point, jobbers and manufacturers report unusually good 
sales, especially from the Government. Stocks on 
screws are very low and from now on they will be 
harder to obtain, owing to the scarcity of steel wire. 
While there has been no change in price reported, the 
market remains very firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Flat head 
bright screws, 70-10-10; round head blued, 65-10-10; flat 
head brass, 42%-10-5; round head brass, 40-10-5. 

SoLDER.—The situatien as to solder remains the same 
as last reported, with an especially heavy demand. All 
orders are taken subject to stock on hand, and prices 
ruling the day the order is placed. 

From jobbers’ stocks, f.o.b. Chicago: Warranted half and 
half solder, 65c. per lb.; No. 1 plumbers’, 63%c. per 1 
_ STEEL SHEETS.—The scarcity of steel sheets con- 
tinues more noticeable, and there are practically been 
no deliveries from the mills. Jobbers are entirely out 
of this product and can give no assurance to the trade 
as to when they will be able to fill orders. There are 
few galvanized sheets to be had, but the blue annealed 
are practically off the market. 

We quote from jobbers’ stocks, f 0.b. Chicago: No. 28 black 
sheets, $6.45 per 100 lbs.; galvanized sheets, $7.70 per 100 lb. 

Saws.—The demand for saws of all kinds continues 
very heavy. All jobbers are accepting orders only 
subject to stock on hand, their stocks being badly 
broken. The number of sizes and styles of saws to 
be had in the future will be reduced very materially 
and dealers will find that they will be unable to obtain 
enough saws to meet their demands. 

We quote from jobbers’ stocks, f.o.b. Chicago: Cross-cut, 
2-man, hollow back, with champion tooth, E-8 Disston, No. 
5, $1.75 each; No. 5%, $1.93; No. 6, $2.10; No. 6%, $2.28: 
2-man, crown pattern, common tooth, Disston, No. 4, $2.40 
each; No. 4%, $2.65; No. 5, $3.00; No. 516, $3.30; No. 6, $3.60; 
Disston’s 1-man, No. 23 pattern, No. 2%, $1.88 each; No. 3, 
$2.25; No. 3%, $2.62; No. 4, $3.00; No. 44, $3.38; No. 5, $3.75. 

Buck Saws.—Best grade, $15.20 per doz.; medium, $12.40 
per doz.; cheap, $10.50 per doz. 

SASH CoRDS AND SASH WEIGHTS.—Sales on sash cord 
and sash weights are reported very fair, considering 
that building operations are practically at a standstill. 
$1 per ton advance on sash weights is noted since last 
week. 

We quote from jobbers’ stocks, f.o b. Chicago: 
Silver Lake sash cord, No. 7, $19.50 per doz. 
Samson sash cord, No. 7, $19.60 per doz.; Revenoc, 
$13.10 per doz. 

Sash Weights.—From jobbers’ stocks, fo.b. Chicago: 
ton lots, $46 per ton; in smaller lots, $47 per ton. 

STOVE PIPE AND STOVE Boarp.—The shortage of stove 
pipe and stove board grows more prominent as the sea- 
son approaches. Dealers who do not anticipate their 
wants earlier in the season will find that they will be 
unable to obtain their usual allottment. This is easily 
accounted for by the shortage of steel sheets. Prices 
remain very firm and stocks are unusually light. 

We quote from jobbers’ stocks, f.o.b. Chicago: Common 
stove pipe, 6-in., $15 per hundred: 6-in., common elbows, $1.25 
per doz.; corrugated elbows, $1.55 per doz. 

We quote from jobbers’ stocks, f.o.b. Chicago: Square 
crystal stove boards, wood lined, 24 x 24, $10.10 per doz.; 
26 x 26, $11.90 per doz.; 28 x 28, $13.95 per doz.; 30 x 30, 
$16.40 per doz.; 33 x 33, $19.75 per doz.; 36 x 36, $23.60 per 
doz.; square, crystal stove boards, paper lined, 18 x 18, $5.65 
per doz.: 24 x 24, $6.85 per doz.: 26 x 26, $7.50 per doz.; 
28 x 28, $8 35 per doz.: 30 x 30. $9.95 per doz.; 32 x 32, $11.75 
per doz.; 35 x 35, $14.65 per doz. Prices subject to 10 per 
cent discount in case lots. 

STEEL TRAPS.—Jobbers report they have unusually 
large orders for future deliveries on steel traps. It is 
very evident that the dealers are trying to anticipate 
their wants, as they realize that there will be a shortage 
later on in the season. Jobbers’ stocks are not up to 
normal and prices remain the same as last reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: Victor traps, 
No, 0, $1.40 per doz; No. 1, $1.65 per doz.; No. 1%, $2.48 
per doz.; No. 2, $3.46 per doz.; No 3, $4.61 per doz.; No. 4, 
$5.44 per doz.; No. 91, $2.32 per.doz.; No. 91%, $3.29 per doz 

Oneida Jump Traps.—No. 0, $1.91 per doz.; No 1, $2.25 per 
doz.; No. 1%, $3.36 per doz.: No. 2, $4.94 per doz.; No. 3, 
$6.58 per doz.; No. 4, $7.75 per doz.; No. 12, $5.40 per doz.; 
No. 13, $7.04 per doz.; No. 14, $8.21 per doz.; No. 91, $2.81 
per doz.; No. 91%, $3.99 per doz. 








ream. 





Best grade 
Best grade 
No. 7, 


In 





Newhouse Traps.—No. 0, $3.09 per doz.; No. 1, $3.63 per 
doz.: No. 1%, $5.44 per doz.; No. 2. $8.04 per doz.;. No. 3, 
$10.78 per doz.; No. 4, $12.65 per doz. All prices include 
chains. 
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TacKs.—The bulk of the sales on tacks is confined 


to the manufacturing districts. Retail sales over the 
counter are reported very light. Jobbers claim they 
have a fair stock on hand and are filling all orders 
promptly. 

We quote from jobbers’ stocks, f.o.b. Chicago: Upholster- 
ers’ stocks, 6 0z., 25-lb. boxes, 20c. per lb.; bill posters’ tacks, 
6 0z., 25-lb. boxes, 19c. per Ib. 

WRAPPING PAPER.—The demand for wrapping paper 
continues very heavy and stocks in general are below 
normal. Prices are the same as last reported. 


We quote from jobbers’ stocks, f.o.b. Chicago: Krafts’ No. 
30 wrapping paper, 12c. per lb.; Express, $6.90 per 100 Ib. 
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WirRE Propucts.—Manufacturers of wire cloth and 
poultry netting have not made any prices for next 
season’s business, and will not take orders for future 
shipment. Jobbers will accept orders only subject to 
stock on hand for immediate shipment, invoice to date 
when shipment is made and at price ruling when order 
is taken. 

We quote from jobbers’ stocks, f.o.b. Chicago: Poultry 
netting as follows: Galvanized before weaving, 50 per cent 
= ount; galvanized after weaving, 45 per cent discount from 
ist. 


We quote from jobbers’ prices, f.o.b. Chicago: 12-mesh, 
black wire cloth, $2.25 per 100 sq. ft. base. This price of 
$2.25 is for sizes between 24-in. and 48-in. The 18-in., 20-in. 


and 22-in. took an advance of 10c. per hundred. 


PITTSBURGH 


OFFICE OF HARDWARE AGE, 
Pittsburgh, Aug. 8, 1918. 


HE chief source of worry for heavy distributors and 

hardware jobbers is to secure material for their 
miscellaneous and replacement stocks under the recent 
severe restrictions of the War Industries Board, plac- 
ing this class of material in B-4 classification. This 
has brought out several intricate problems for both 
mills and distributors, on which additional rulings will 
probably have to be secured. 

No replacements will be made by mills on either 
terne or coke plate orders, the manufacture of the for- 
mer being temporarily discontinued, and the latter may 
be used only in making food containers for perishable 
foods. 

Sheet metal workers are up against it on both blue 
annealed and galvanized products, and there is consid- 
erable speculation on what will ultimately be ruled as 
essentials and for which sheets may be secured. To 
date hot air furnaces and repairs have been considered 
essential. 

It is almost impossible to get naiis or sheets, and 
there is a marked scarcity of mechanics’ tools. Build- 
ing operations, except on railroad construction, canton- 
ments or Government work, are practically at a stand- 
still. 

Some of the pipe mills state that early in the month 
they received specifications from, jobbers in connection 
with the shipments the War Industries Board allows 
to be made during August, the rule being that for 
August mills are permitted to ship to jobbers an 
amount equal to the average monthly shipments they 
made during the first half of the year. The American 
Steel & Wire Co. has issued a circular to its jobbing 
customers emphasizing the necessity of jobbers filling 
their pledges with the War Industries Board before any 
shipments can be made to them, and inviting their 
specifications when that requirement is met. In the 
case of both pipe and wire products the expectation is 
that it will be possible to make fairly liberal shipments 
to jobbers this month. After August the original pre- 
scription will hold good that jobbers are entitled to a 
B-4 priority rating at the mills for replacement of ship- 
ments they have made the previous month under prior- 
ity orders or against the preference list. In the case 
of sheets and merchant bars the mills indicate that they 
will hardly be able to do much, in August at least, 
toward supplying jobbers, by reason of their restricted 
output and their having such a volume of priorities of 
higher grade than B-4. Some of the mills, however, 
observe that their shipments to jobbers were so light 
during the first half of the year that it can hardly make 
much difference to the jobbers whether or not they re- 
ceive a corresponding quota in August. 

There has been a further growth in the War Indus- 
tries Board’s ideas of the amount of steel required dur- 
ing the present half year for direct war purposes and 
for maintaining the commercial industries that are dis- 
tinctly helpful toward winning the war. Early in July 
its estimate was 20,000,000 net tons of finished steel 
for the half year. Since then the board has had a con- 
ference with the Fuel Administration in regard to the 
latter furnishing the steel industry with a full supply 
of coal, both for coking and for operating mills. To 
the Fuel Administration the board stated the steel re- 
quirements for the half year are 22,000,000 tons, this 
representing a growth in the estimated of 2,000,000 
tons in less than a month. There is now little discus- 
sion of whether there will be any steel for the relatively 
few purposes that are not included in the preference 
list, the main subject being how far down the prefer- 
ence list the supply of steel can be made to stretch. 

One of the most important rulings the Priorities 
Division of the War Industries Board has made with 





respect to jobbing trade, and perhaps the most impor- 
tant it has made from the viewpoint of the retailer, is 
the one announced a few days ago that there is added 
to the preference list steel for the maintenance of exist- 
ing buildings and steel for the maintenance of existing 
facilities for supplying “heat, light, power and sani- 
tation.” Thus ordinary repairs are included, but not 
extensions or new construction. 

IRON AND STEEL Bars.—Most of the 10-in. and 12-in. 
steel bar mills are operating at very nearly capacity, 
but other classes of mills are operating at much lower 
rates, and the average for all is hardly over 70 per 
cent., if as much. The rate of operation is determined 
almost entirely by the amount of Government orders 
on hand, these being for a wide variety of purposes, 
including shipbuilding. The iron mills are operating 
at much less than capacity, and it is hinted that they 
could book considerably more business than they have 
lately been receiving. Consumers who have been in the 
habit of using steel bars are rather indisposed to sub- 
stitute iron bars, particularly when the Government 
price is so much higher, but the iron mills have not 
shown any disposition to cut the price. 

SHEETS AND TIN PLATE.—Government business is 
coming in freely, and being taken care of promptly by 
reason of the mills using the available steel for the 
high classifications. Jobbers have come to realize that 
B-4 priority on their miscellaneous stocks or replace- 
ment stock is not going to mean August deliveries 
under the ruling of the War Industries Board, because 
the mills have from 30 to 45 days’ production on their 
books on tonnages higher than B-4. The scarcity of 
sheet bars and the unusually hot weather, which has 
cut down production, are things which will further 
delay the jobbers’ B-4 orders. Temporarily at least 
mills are not making any terne plate such as jobbers 
distribute for roofing purposes, etc., and Government 
instructions are that all coke plate shall be used for 
food containers on perishable products. The situation 
therefore is that jobbers’ lists of terne plate cannot be 
taken care of by the mills. A new difficulty confronts 
both jobbers and mills under the new ruling that the 
former can only have each month until further orders 
one-sixth of the sheet tonnage delivered during the 
first half of the year, and where this portion-does not 
make a carload a great many jobbers by reason of their 
geographical location and unability to combine ship- 
ments with other jobbers to make carloads, are going 
to have difficulty in getting even their portion. Another 
problem is whether mills will be permitted, because of 
the absolute cutting off of terne and coke plate to 
jobbers, to add this tonnage to the quota of sheet re- 
quirements. 

Most of the sheet mills state that they will be able 
to ship but little tonnage to jobbers under the recent 
regulations, for the reason that they have too many 
priorities of higher rating than B-4, when taken in con- 
junction with their limited output. Since the new 
system was put in operation a couple of months ago 
of practically pooling the sheet bar supply, so that each 
sheet mill would be given substantially the same pro- 
portion of steel the supplies of steel have averaged 
under rather than over 60 per cent of the mills’ con- 
sumptive capacity. This situation well reflects the 
shortage of steel, se ing that the Director of Steel 
Supply had previously asked the sheet mill to limit 
their operations to 75 per cent of capacity. 

Production of tin plate suffered considerably last 
week on account of the record high temperatures, but 
the men have been holding out in their work much 
better than they usually do in hot summer weather 
all owing to the strenuous campaigns the mills have 
conducted among their men to show that working at 
this time is real war service. On account of the very 
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heavy crops the canning season will last longer than 
usual, and it will be some time before there is any tin 
plate released for less necessary purposes than are 
now being seryed. Later in the year, if the supply of 
steel to the tin mills is maintained, there will be 
opportunity for a considerably wider distribution, al- 
though in all cases the degree of essentiality will be 
considered in allotting supplies. 

WIRE Propucts.—As noted above, a fairly good dis- 
tribution of wire products is expected to jobbers who 
have complied with all the regulations of the War In- 
dustries Board, the principal requirement being the 
signing of the pledge. The extent of mill stocks in wire 
products is not definitely known, but in some quarters 
there have been reports for some time past that very 
considerable stocks were being held by the authorities 
in reserve against possible war needs that might arise, 
and if there are such stocks they will now probably be 
released to an extent. 

3UILDERS’ HARDWARE.—There has been practically no 
change in this particular division in the hardware 
trade, as Government restrictions to speculative build- 
ing’ still holds good; but the one bright spot in this dis- 
trict is the immense amount of contemplated building in 
the vicinity of the new Neville Island ordnance plant. 
Bids are now out for the material on an immense work- 
men’s barracks to house foundation workers, etc., and 
there will be several thousand single, duplex or apart- 
ment buildings erected within a radius of two miles of 
the plant to house the workmen who will come later 
or the men engaged in the erection work. 


TWIN 


PAUL, 
191s. 


MINNEAPOLIS AND ST. 
August 8, 


HERE is little new to say regarding trade con- 

ditions in this locality. The farmer is far too busy 
gathering his crops to do more than make a hurried 
trip to town for necessary purchases, and vacations 
are still leaving the cities in a state of quiet as far as 
trade is concerned and a state of disruption in organ- 
izations. We are becoming calloused to the constant 
labor changes due to war conditions and can pass them 
by with only a shrug. There is a steady flow of men 
into the service in its various branches. Every business 
organization is affected at intervals more or less fre- 
quent in proportion to the size of the force, as the men 
go or change to other positions more promising. 

The Government regulations surrounding the selling 
of goods bind the hardware man more closely than 
almost any line of merchandise. Hardware lines re- 
quire for their base the principal materials so sorely 
needed to win the war. On the average the hardware 
trade has met the restrictions imposed with cheerful 
compliance, and as old stocks have been closed out, has 
looked for other lines to keep up the volume. The sale 
of woodworking tools is extremely light, while a tre- 
mendous increase in sales of machinists’ tools is taking 
place. This class of goods cannot be obtained anywhere 
near rapidly enough, even with priority and Govern- 
ment order numbers. Without these magic aids it is 
worse than useless to send a sizable order to the 
factories. And small orders cannot even be seen there. 

Right along with the transportation of the year’s 
crops and merchandise comes the coal problem. We 
are frequently warned that delay means probable and 
very possible discomfort, and still it is difficult to realize 
such a thing as actual shortage of fuel. With the 
additional burden of moving crops, the roads, already 
taxed to capacity, will have to sidetrack something, and 
that will naturally be material of bulky and non- 
perishable type—coal. 

Stocks of weatherstrip should be carefully considered 
and any other goods that can be used in the conserva- 
tion of fuel. The trade will be heavy along these lines, 
for conservation of fuel will te almost a religious duty 
this year. Heated apartments are filling rapidly, mak- 
ing the sale of decorating materials very good, con- 
sidering general conditions. 

Prices are steady and strong. Advances are con- 
stantly being made by the factories, but many of these 
are absorbed by the local jobbers until present stock 
becomes exhausted. The dealer in many cases absorbs 
advances through his belief in his absolute inability to 
advance the retail price in proportion to his cost ad- 
vances. This is very liable to result in many stocks 
being put up for sale at a loss to close out. The only 
safe way is to keep up with the rising market and 
then be in a position to take the losses when the down 





Hardware Age 


MECHANICS’ TooLs.—The heavy demand for this class 
of equipment, particularly precision instruments, re- 
mains unabated, and the supply is getting shorter each 
week, with factory shipments showing but slight im- 
provement. On woodworking tools, in spite of the ver, 
much decreased demand below that of normal times, dif- 
ficulty is experienced in supplying what is wanted.. 


STOVES AND FuURNACES.—The big demand for coal 
heating appliances continues, almost to the exclusion 
of gas equipment. In several instances stove foundries 
have notified the trade that they are filled to capacity 
and unable to accept further business. 


AUTOMOBILE ACCESSORIES.—The leading jobber in this 
district reports that the retail merchant has begun to 
realize the importance and money making possibilities 
of an automobile accessory department in his store, and 
new stocks are constantly being put in and former 
stocks increased and rounded out. Prices on many lines 
are advancing steadily and new discount sheets are not 
being issued because of the rapidity in price changing. 


BoLts, NUTS AND RIVETS.—Mills are making an effort 
to do everything they can to help the jobbers in secur- 
ing their requirements, but in every case are closely 
governed by the priority rulings of the War Industries 
Board. Jobbers are distributing to their dealers 
fairly liberal supply, which, however, is more or less 
limited because of the extremely heavy demands by the 
Emergency Fleet Corporation and the Navy Depart- 
ment. 


CITIES 


grade is reached. That time will surely come sooner 
or later. Be prepared to meet it safely. 

A summing up of the attitude of a group of repre- 
sentative dealers seems to indicate that an optimistic 
attitude is the rule. No one seems to know just where 
the present course, mapped out by the Government, will 
eventually lead, but all are following it to the best of 
their knowledge and ability. 

AXES.—Price holds strong at last quotation. Govern- 
ment demands are taking almost the entire output of 
the factories, which, together with the reduced number 
of patterns, makes it a difficult matter for jobbers and 
retailers to obtain stock. 

We quote from local jobbing stocks: Single bit base weight, 
$14.50 per dozen; double bit base weight, $19 per dozen; 
Sager handled, single bit axes at $18.50 per dozen: Sager 
handled, double bit, $23 per dozen; Quaker City Boys at $12 
per dozen. 

BALE TiES.—Salés are low yet on this product, with 
the output from the factory practically nothing. Stocks 
on hand are all that jobbers and dealers have to work 
from. 

1 We quote from local jobbing stocks: 8% x 15 bale ties at 
$1.72 per bundle and 9 x 15 bale ties at $1.80 per bundle; 9!, 
x 15 bale ties at $1.90 per bundle. 

BUILDING PAPER.—Advances have been made by many 
manufacturers and jobbers of building paper due to in- 
crease in cost of production and transportation. Sales 
continue especially light in the city. 

We quote from local jobbing stocks: Barrett No. 2 tar, 
$3.25 per cwt.; Barrett St felt, 500 ft. rolls at $1.64 per roll; 
red rosin from $2.85 to $3.25 per ewt. 

Braps.—Price on brads holds steady at last quotation. 
Small sizes continue very difficult to obtain. Retail 
sales are light, the heaviest call coming from shops and 
factories. 

We quote from local jobbing stocks: 

at 70 per cent discount. 
_ Botts.—Price holds steady and strong at old quota- 
tion. Shops and factories are taking ever increasing 
quantities of bolts; leaving little for the jobbing and 
dealers trade. Government requirements are so heavy 
that the mills are not able to make anything but limited 
shipments to regular trade. 

We quote from local jobbers’ stocks: Small carriage bolts. 
at 50 per cent. Large carriage at 20 per cent; small machine 
at 30-10 per cent; large machine at 25 per cent: lag or coach 
screws at 30-10 per cent; stove bolts at 60 per cent; anid tire. 
bolts at 40-10 per cent. 

FILES.—Price holds at last quotation. Shops and fac- 
tories continue to require practically all of the more 
popular styles and sizes of files, even faster than they 
can be obtained, due to slow shipments from the mills. 

We quote from local jobbing stocks: Nicholson files af 
50 per cent; Riverside files at 60-71% per cent: Royal at 6 
per cent; and Arcade at 50-10 per cent from standard lis 

GALVANIZED PAILS.—There has been no _ further 

. . . 1 
change in the price, and sales continue at about normal. 
New stock comes very slowly. 


Brads in 25-lb. boxes 






















































August 15, 1918 





We quote from local jobbers’ stocks: Common 8-qt. gal- SAND PAPER.—Price holds steady on sandpaper, with 
vanized pails, $4.25 per dozen; 10-qt., $4.80 per dozen: 12-qt., as 
$26 per dozen; 14-qt., $5.90 per dozen; 16-qt., $7.13 per 


dozen ; 16-qt. stock pails, $8.98 per dozen; 18-qt. st« 
$10.43 per dozen; 20-qt. pails, $11.88 per dozen. 


ditions surrounding galvanized ware in any wa 
continued. Sales are at about normal. 


$11.12 per dozen; No. 1, $13.68 per dozen; No. 2, $ 


No. 3 heavy, $25.82 per dozen. 


sales running at a low point. 
We quote from local jobbing stocks: A _ grat 


standard lists. 


largest percentage of the factories’ output 


fill orders. Prices continue very strong. 
Nuts.—There has been no further change 


We quote from local jobbing stocks: Sq. iron mach 
nuts at 25 per cent; hexagon iron machine screw 
per cent: brass machine screw nuts, 15 per cent; 
at $1; hot pressed sq. tap nuts, 80c.; hexagon blank n 
hexagon tap nuts, 60c. from standard list. 

Rope.—There has been no change in the price 
with stocks seemingly sufficient to care for t 
demands. 
at 34c. per lb. base; best grade sisal rope at 24c. per 
Swedish wire rope at list plus 5 per cent; tram <¢ 
rope at list plus 5 per cent; Monitor hoisting rope 


81, per cent discount from standard list. 


work are taking practically the entire sales ou 


We quote from local jobbing stocks: Oval head ir 
at 30-10 per cent from standard list. 





GALVANIZED TUBS.—There is no change in the con- 


We quote from local jobbing stocks: No. 0 galvanized tubs, 
15.40; No. 
3, $17.69; No. 2 heavy, $20.70; No. 2 heavy, $23.26 per dozen : 


strength glass under 40 in. at 80 per cent, over at 78 per STEEL SHEETS. ( 
cent, double strength A grade glass at 80 per cent from work by Government orders. Stocks are practically 


retail trade is hard pressed to find handles enough to 


RIveTs.—There has been no further change 
price of rivets, and shops and factories engaged in war 


ck pails, We quote from local 
cent discount from list 


y. Fac- 


65e. per lb. ; Silverlake 
at 90c. per Ib. 





Guass.—Price holds strong at last quotation, with We quote from local j S if 
solder at 61c. per lb. Warranted half and half at 65c. per lb 


Wire solder at 67c. per Ib. 


le single 





exhausted. 


HANDLES.—There has been no change in the handle We quote from local 
situation. The Government demands are taking the per ewt. base; galvanized sheets at $8 per cwt. base 


and the 


ine screw 





semi-finished nuts, 50 per cent: hot pressed sq. blank nuts the tin plate situation. Most of it is limited only to 


nuts, 25 x 2 . as . > ahs > j 

hexnaeen TIN PLATE.—There has been no further change in 

uts, 80e.; Government work or repair work, making sales very 
low. 

of rope, We quote from local jobbers’ stock: Furnace coke, ICL, 


he local 20 x 28, at $24.75 per 
per box: Ideal bright, 


P 4 Flour City, IC tin, 20 x 
We quote from local jobbing stocks: Best grade Manila rope - 7 


Ib. base. WIRE NAILS.—There is no relief promised in the 
matter of wire nails until the end of September or 


and tiller 
at 5 per 


cent discount; plow steel, 20 per cent discount; crucible steel, sometime in October. 
getting the entire output of steel in other ways and 

in the present stocks are practically all there will be to draw 

on until that time at least. The use of nails is prac- 

tput. tically limited to repair work also. 

on rivets We quote from local jobbing stocks: Standard wire nails at 


$4.75 per keg base. Coz 


TRADE CONDITIONS IN 


Paints, 


Oils and Colors 















Animal, Fish and Vegetn-| Miscellaneous— sienna, Burnt Bine, Selahie re -1.35@1.50 
ble Olls— Barytes: | Jmber, Raw .... 3lue, Ultramarine ....14 @50 
White, Foreign. .# ton nominal a won oe Spanish, high asi 
Linseed, Raw, Carload Domestic, prime, white rome Fan |Brown, Spanish, low weteeees 24.00@— 
er ere $1.904@ or 0a -0.D, 
gas A a Hs White and Red L ead. &e.—| grades ...............16.00@— 
= , five-bbl. lots and works # ton....... 33.00 @36.00 
ov M pon prs erligatlpired $1.90@ — Off color, f.0.b. wks. “ nts % mlGreens Cuno, ordinary. re 
ton 238.00@28.00 |Lead, American White Dry 10G 10} ’ 
Ce EE. WE ce Chalk, English .....@ton nominal, In Oil White, less than (Green, Chrome, pure.....40 @50 
BNI Bat ta French ..........@ ton nominal! 500 Ib., per 100 |Metallic Paint, ® ton, 
B R 
oiled. 1¢ @ gal. advance on Raw.) china "Clay, Imported ME conaaccvanees $14.00 @— | Brown ...........-.. 24.00@32.00 
Lard, Prime Winter..... 2.25@q— W ton 20.00@40.00) 500 ID. up to 2000 | Red ..sseeeeseeee eee 24.00@30.00 
OS ee errr 1.55@— Ee ee 00 @ 22.50 Ib., per 100 Ib. .$12.60 @-— _ / )chre, Medium, ® top. . .30.00@60.00 
Ws D cchvctesseeaves 1.45@— Cobalt, Oiae thew P “s 1. ‘60@ 1.65 2000 Ib. up to 10,000 | American, Golden, Ib. 6 10 
. a @ 
Ootton seed, Crude, f.0.b. Whiting caseccereccccese A 100 Ib Ib., per 100 Ib..$12.29 @— | Foreign; Golden, @ Ib.. 5 @10 
. " yipte tcte te eee 17% @— — 6tGevens ee ms 1 5001.25 - "90,000 i, up ait PEGE G:ccdaadeeureaccias nomina) 
ellow Summer Prime, Wilders sees eeereccece ; : per 9 Bol al, E 
De. eee coord as 21 @22 Ex. Gilders ........-... 1.35@1. 50 O66 6eeen rien $11.97 @— oe, Nenesel. English... . ——- 
Carload, minimum, a 
Tallow, Acidless ....... -1.58@1.60 German ......... -+.... nominal 
hates ° @ Putty, Commercial— in | og tons, per Oh as ~~ @ American ..... Ve @15 
ee ee es . c 
Northern Crude ...... $1.12@1.13/Pure, tubs ............ 3.85@- Litharge, American, Red, Indian 00 1 
—- ny wactery-3. 13 2 : ‘ In 1 ® to 5 ™ tins.....$4.70@6.10 powdered, Steel Kegs, og nly 100 Ib.... 
sigh Pressed 4. we eee. 32a SS > See 14.00 @ » AUMCOM on ccecccccceees 
Yellow Bleached ...... 1.34@1.36 5 2 $.$12.6 Red, Vene ( 2 
White. Ble: sched Wi inter.1. 36a 1 _38| Spiritse—Turpentine— SOnO Then up te-10,000 _— S aon — — ™ ae - 85 
Cocoanut Ceyl d tic P val ) Serer ee 12.29 @ is 
tanks, as. e sess 164%@ In Machine bbis.........60%@—- 10.000 Ib, up to 30,- | — barat one 7 @15 
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no change in the sales situation. 


SAsH Corp.—There has been no further advances in 
‘ v t the price by local jobbers on sash cord. 
tory shipments are extremely slow or practically dis- We quote from local 


holds steady at last quotation, with 
stocks very : low and very scarce 


Steel sheets are limited to repair 


ScrEws.—The price on screws holds at last quotation 
with mill shipments extremely slow. 
P h We quote from local jobbers’ stocks: Flat head bright wood 
s A b i in the screws at 75 and 10 per cent; round head glued wood screws, 
price of nuts and sales are getting light in a retail way. 75 per cent; flat head brass wood screws, 40 per cent; round 
head brass wood screws, 
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jobbing stocks: Sand paper at 15 per 


jobbing stocks. Common sash cord at 
at 88e. per Ib. and Sampson spot cord 


1 


jobbing stoc as Strictly half and hal 


jobbing stocks: Black sheets at $6.7 


35 and 5 per cent from standard list 


box; IC roofing tin, 8-lb. coating. $24 
20 x 28, 8-lb. coating, $36 per box 
28, 8-lb. coating, $21 per box 


Government requirements are 


ited wire nails, $4.75 per keg base 
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(Paints, oils and colors continued) 


CHICAGO 


OFFICE OF HARDWARE AGE, 
Chicago, August 8, 1918. 


WING to the increased demand for linseed oil and 
the enormous shortage of flax seed, the market 

price of linseed oil is constantly advancing. The mar- 
ket this week shows an advance of 2c. a gallon on both 
raw and boiled oil, while turpentine has fallen off 2c. 
per gallon. Manufacturers of white lead predict that 
the price of oil will go up around $2.25 per gallon and 
that white lead will reach the $16 mark. The de- 
mand for paints continues very heavy, espé¢cially on 
the No. 2 grade, and jobbers’ stocks are rather low. 
Quotations in the Chicago market for this week are 
as follows: 

Paints.—We quote f.o.b. Chicago: No. 1 house 
per gal.; No. 2, $2.50 per gal.; No. 3, $1.80 per gal. 

Linseed Oil.—We quote f.o.b. Chicago: strictly pure lin- 
seed oil, in barrels, raw, $2.05 per gal.; boiled, $2.07 per gal. 
Prices quoted are for single barrel lots. Larger quantities 
at the usual discounts. 

Turpentine.—We quote to retailers, f.o.b. Chicago: Strictly 
pure turpentine, in barrels, 75c. per gal. 

Denatured Alicohol.—We quote to retailers, f.o.b. Chicago: 
in barrels, 75c. per gal; 5 and 10-gal. cans, 95c. per gal; 
1-gal. cans, $1 per gal. Prices include container. 


paint, $3 





White Lead.—We quote pure white lead as follows: 100- 
lb. kegs, per lb., 14c. in quantity; single kegs, : 50-Ib. 
kegs, per lb., 14%4c. in quantity; single kegs, $7.25; 25-Ib. 


kegs, per lb., 141%4c. in quantity; single kegs, $3.70; 1214-lb. 
kegs, per Ib., 14c. in quantity: single kegs, $1.95. (500-Ib. 
lots, or more, %c. per Ib. less.) 

New York Plaster of Paris.—In barrels, $4 per bbl. 


Gilders’ Whiting.—In barrels (barrels, 50c. each), $2 and 
$3 per cwt. 

Pure White Shellac.—(4-lb. goods) in gallon cans, $4 per 
gal. 

Pure Orange Shellac.—(4-lb. goods) in gallon cans, $3.75 
per gal. 

English Venetian Red.—In barrels, $2.50 and $4 per ewt. 

Paste Wall Paper Cleaners.—Leading brands, $1450 and 


$15.50 per gross. 

The following differentials suggested on dry material over 
barrel price: 100-lb. drums, 1c. per Ilb.; 20-ib. lots, ze. per 
lb.; 5 to 25-lb. lots, 8c. per Ib. 


TWIN CITIES 


MINNEAPOLIS AND ST. PAUL, 


August 8, 1918. 
RADE remains comparatively quiet along these 
lines. The sale of small package goods keeps up 
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nicely, which is very gratifying to the dealer. Sales 
on waite lead and oil are very light and offer no induce- 
ment to the dealer to push them. Mixed paint in small 
quantities finds a better market and carries a more in- 
viting margin of profit. Further changes are antici- 
pated on locally manufactured goods, following the lead 


’ of the more nationally known lines of prepared paint. 


Advancing costs of raw material and difficulties of 
transportation contribute to this result. Compare flax 
at between $4 and $5 per bushel with flax at far less 
than $1 per bushel a few years ago, and the wonder is 
that paints have not gone even higher. A comvarison 
of freight rates is unnecessary at present. 


MIxED PAINT.—There has been no change in the price 
of mixed paint. Sales are slow and in small quantities. 

We quote from local jobbing stocks: Mixed paints at $3.10 
per gallon for first grade and $2.15 per gallon for second 
grade. 

TURPENTINE.—Marketing has been weakening in tur- 
pentine, with sales light. 

We quote from local jobbing stocks: 
lots at 69c. per gallon. 

WHITE LEAD.—No change has been noted in white 
lead, either in sales or price. 

We quote from local jobbing stocks: White lead in 100 Ib. 
lots at $11.63 per cwt., with the usual differentials for size 
of package and quantity. 

SHELLAC.—Price holds steady at last quotation, with 
sales rather light and in small quantities. 

We quote from local jobbing stocks: Orange shellac in 
barrel lots at $3.25 per gallon; white shellac at $3.50 per 
gallon. 

LINSEED O1L.—Price has not changed as yet, but an 
advance may be expected due to the scarcity of this 
product. 

We quote from local jobbing stocks: Linseed oil in barrel 
lots, boiled, $1.99 per gallon; raw, $1.97 per gallon. 

DENATURED ALCOHOL.—Sales are light, 
change in price. 

We quote from local jobbing stocks: 
barrels at 75c. per gallon. 

Putty.—Sales are light, following the trend of sales 
on glass. 

We quote from local jobbing stocks: Commercial bladder 
putty in barrels at $5. Strictly pure bladder putty in barrels 
at $5.55 per cwt. 

STEEL WooL.—Stocks are sufficient to care for local 
demands, with price running strong. 


We quote from local jobbing stocks: 00 steel wool in 1-lb. 
packages at 90c. per Ib.; No. 0 at 58c.; No. 1 at 4le. 


Turpentine in barrel 


with no 


Denatured alcohol in 


Farm Equipment Prices 


DECISION on profiteering which may serve as 

an important precedent for Government price 
fixing has been announced by the office of the Farm 
Equipment Control, Department of Agriculture. 
It declares persons who have sold equipment at 
replacement values when costs were high must 
continue to do so if prices go down, even though 
such sales bring less than the original cost price 
of the stock. Moreover, those whose selling price 
is fixed in relation to high replacement prices must 
restock immediately and carry the same quantity 
of equipment throughout the high price period as 
they had at its beginning in order not to profiteer. 
Those who desire to sell out without replacing 
their stock should not sell at a prevailing high 
price, but at cost plus the fair, usual profit. It will 
be considered hoarding if a manufacturer or dealer 
holds contracts for or arranges for more equipment 
than the reasonable demands of his business require. 
A conference begun in Washington last week be- 
tween representatives of the implement manufac- 
turers, the Government and the steel producers, was 
expected to take final action on a proposed reduc- 
tion of $5 per ton from the present fixed maximum 
prices to be allowed the implement manufacturers 
on their steel requirements. It is understood that 
this reduction already has been practically agreed 


upon between representatives of the implement 
manufacturers and the American Iron and Steel 
Institute. Furthermore, it is stated that the special 
allowance is to date back to July 1. 

Why such a concession has become necessary or 
advisable or what pressure has been exerted to bring 
it about has not been made clear. This is especially 
pertinent since in recent years when conditions of 
normal negotiations have prevailed the mills stoutly 
have opposed granting special price favors to the 
implement trade. Prior to that time it had become 
almost an accepted precedent for the farm tool 
manufacturers to expect and to receive some con- 
cession in price or in the length of the period cov- 
ered by their contract. 

In ordinary times the annual requirements of the 
implement manufacturers were a matter of some 
hundreds of thousands of tons, but these have been 
considerably reduced under war regulations. The 
tonnage has been made up of steel bars, special 
shapes, etc. Implement shapes of rail steel quality 
are understood to be included in the reduced price. 

One statement made in implement trade circles 
is to the effect that the reduction will apply to high 
grade plow and special steels and sections rather 
than to soft steel forms taking the 2.90c base price. 

































Turning Over Paint Five Times a Year 


Howell Brothers, Richmond, Va., Have Found It One of Their 
Most Profitable Lines 


Al alale 


of hel coord | 
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Howell Bros. have put paint up front in the store and have kept it there 


Richmond, Va., about twelve years ago in a 


Ti firm of Howell Brothers was started in 


space 30 x 50 feet, 





























Robin A. Frayser, Adver- 

tising and display Mogr., 

Howell Bros. Richmond, 
Va. 


one story high, carrying 
hardware, housefurnish- 
ings, and a few small 
cans of household 
paints. 

After several ‘years 
of carrying paints and 
gradually adding to it 


from time to ‘ime, the 
buyer of this depart- 
ment, Mr. Geo. Howell, 


began to investigate the 
possibilities of paint and 
to study it from every 
point. After a thorough 
investigation he found 
that paint was one of 
the most attractive and 
profitable lines in the 
house, having a good 
turnover yearly and very 
small wastage, the turn- 
over being about five 
times yearly. 

Mr. Howell from the 


beginning began carrying paints in the front of 
the store, and he gave this reason for so doing: 


People, that is, 


a great majority of 
expect to find paint in a hardware store; 


them, don’t 
they think 





that a paint store is the only place to get paint and 
get it right. So Howell Bros. displayed their paints 
in a prominent place on the shelves in the front 
of the store where it could*be seen easily and 
handy to get at. Until today they feel that it is 
justly entitled to the place it now occupies, being 
one of the most profitable lines in the house. 

Howell Bros. have grown from a 30 x 50-foot 
store to a 30 x 150-foot, three-story building, with 
basement and a large warehouse in the rear, all 
in twelve years; employing twenty-six employees, 
including all departments. They carry a full line 
of hardware, tools, paints and varnish, glass, house- 
furnishings, sporting goods, electrical supplies, art 
and sign painters’ supplies, cutlery, ranges, oils, 
lead, paint brushes, builders’ hardware, toys, bi- 
cycles, ete. 

Out of all these departments the paint stock is 
found right as you enter the store, and you are 
bound to see it. The line carried covers every 
purpose: house, wall, floors, interior floor paint, 
varnishes, stains, automobile, enamels, etc. 

Displays Boost Sales 
ISPLAYS are made of paints and varnishes at 
the proper season in the show windows. These 
displays are generally made in the early spring and 
fall. Whenever these displays are made, it always 
helps the sale of them a great deal. 

Advertising in the local papers is used in the 

proper season twice a week, each ad confining itself 
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to a paint for a specific purpose; for instance, auto- and takes his list and truck and brings down a 


mobile paint; the ad tells all about this paint, just 
like the salesman behind the counter. Results, cus- 
tomers come in and say, “I want a pint of that 
automobile paint advertised yesterday; also give 
me one of those brushes.” 

The firm believes that in confining each ad to 
one paint the best results are gotten. 

Howell Bros. do not believe in letting a salesman 
try to sell paint until he has had some “‘paint dope,” 
as the employees call it. The way they get the dope 
is like this: Once a month the employees have a 
meeting after store hours. They call this meeting 
“sehool or instruction night.’”’ When the night for 
paint dope comes, a number of different paints of 
other makes than those carried by us are purchased 
and tested out at these meetings by the side of the 
paint carried by us. This paint is not tested by a 
man trying to sell his paint, but by the new paint 
salesmen, themselves. They then learn how the 
paint is made, which covers best and covers the 
most surface, and a number of other things. 

The firm believes that its shelves represent the 
best manufactories of paint in the country; this 
they have convinced themselves by tests. When a 
salesman has received this paint dope he can handle 
any paint customer; because seeing is believing, 
and a man cannot sell goods he don’t believe in. 

One of the best ways of reaching the majority of 
paint users has brought fine results—direct adver- 
tising. Names of owners of automobiles were got- 
ten, and a letter and folder explaining all about 
auto paint was sent to him or her. The results 
obtained were remarkable and the firm was well 
pleased with this medium of advertising. They 
have used it in a number of other lines with fine 
results. 

The over-stock of paint is carried on the second 
floor. The paint man the first thing every morning 
fills in his stock for the day. The evening before 
he makes up his list of what is needed down stairs 


truck load daily. 
The oils and lead are carried in the rear of the 
store, though some oils are carried in the basement. 
Paints have been proven by this firm to be a 
profitable line and is considered by Howell Brothers 
one of their leading departments. 


Food Conservation Display 


‘THE firm sets great store by its window dis- 

plays, for which Robin A. Frayser is largely 
responsible. For example, there is illustrated here 
a food conservation display. 

The background of this display was of a rich tan 
wall paper, with a border blending to cover the 
seams. At the top of the background was crepe 
paper with soldiers and sailors, flags and eagles. 
In the center, suspended from the ceiling or top 
of window, was a service flag, with two stars repre- 
senting the two Howell boys in the U. S. service. 

In front of the flag was a tall wood pillar covered 
with imitation wood paper, this color also being a 
rich tan and brown. In front of this was a wood 
frame of black with a bronze lion’s head at each 
upper end. In this frame was beaver board painted 
a pea green, on which was painted a scuttle of coal, 
meat, bag of flour, can of fat, bottle of milk, box of 
sugar, and two signs that read: 

“CONSERVATIVE SAVING OF THESE 
GOODS WILL HELP WIN THE WAR.” 

“WASTE IN THE KITCHEN CAUSES HUN- 
GER.” 

The goods were painted in actual colors. At each 
end of the frame was a service man, as if he was 
guarding these goods. This frame was set on a 
shelf and on this shelf in the center was a small 
wood submarine and two destroyers. On each end 
of the shelf was a lithographed cut-out, one of a 
ham and the other of a loaf of bread. The knives 
that can be seen in the picture are real knives cut 
into the cardboard. 
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One of Frayser’s tool windows 
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In front of this shelf was another, somewhat 
lower, and on this shelf were soldiers and sailors 
as if on guard to protect the goods. A lithographed 
cut-out was at each end and in front of the service 
men were slicers, while in the center was a stand 
holding table knives. 

The background was covered with posters and 


Food conservation and patriotic notes sounded in house furnishings 
display 


cut outs pertaining to food saving and to Liberty 
Bonds. In front of these on the floor were displayed 
table cutlery, carving sets, percolators, thermos bot- 
tles, ete. This display attracted considerable at- 
tention and was a business getter for cutlery. 
Around among the cutlery were various appropriate 
signs. 





Coming Conventions 


INDIANA RETAIL HARDWARE ASSOCIATION .CON- 
VENTION AND EXHIBITION, Indianapolis, Jan. 28, 29, 
30, 31, 1919. M. L. Corey, secretary, Argos. 


IowA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, The Coliseum, Des Moines, 
Feb. 11, 12, 13, 14, 1919. A. R. Sale, secretary, 
Mason City. 


ILLINOIS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Chicago, Feb. 17, 18, 19, 20, 1919. Head- 
quarters, Hotel Sherman. Leon D. Nish, secretary, 
Elgin. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARD~ 
WARE MEN’sS ASSOCIATION CONVENTION AND Ex- 
HIBITION, Pittsburgh, Feb. 11, 12, 13 and 14, 1919. 


MISSOURI RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, St. Joseph, Feb. 4, 5, 6, 
1919. F. X. Becherer, secretary, 5136 North Broad- 
way, St. Louis. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Milwaukee, Feb..5, 6, 7, 
1919. P. J. Jacobs, secretary, Stevens Point. 


MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Kalamazoo, Feb. f1, 12, 
13, 14, 1919. Arthur J. Scott, secretary Marine 
City. J. Charles Ross manager of exhibits, Kala- 
mazoo, 


NoRTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Feb. 12, 13, 14, 1919. Place to be 


decided on latcr. C. H. Barnes, secretary, Grand 


Forks. 


MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul Auditorium, St. Paul, Feb. 18, 19, 
20, 21, 1919. H. O. Roberts, secretary, 1032 Metro- 
politan Life Building, Minneapelis. 


OHIO HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Columbus, Feb. 18, 19, 20, 21, 1919. 
James B. Carson, secretary Dayton. 


MOUNTAIN STATES HARDWARE N IMPLEMENT AS- 
SOCIATION CONVENTION, Denver, Colo., Jan. 21, 22, 
23, 1919. 


Capt. E. H. Phillips Killed 


APTAIN EDWARD H. PHILLIPS, E Co., 104th 
Infantry, an employee of the L. S. Starrett Ce., 
Athol, Mass., was killed in action in France on July 25. 
Captain Phillips was an example of the finest type of 
young American manhood. Last spring he received the - 
Croix de Guerre from the French Government. He 
was a sergeant when the company was formed and was 
rapidly promoted to Second Lieutenant, First Lieuten- 
ant and then to Captain. 
The L. S. Starrett Comzany has 124 employees in 
the military or naval service of the United States and 
Great Britain. 





Classes in boxing and wre tling have been inaugu- 
rated by the athletic department of the Goodyear Tire 
& Rubber Company, of Akron, O0., which are being 
taught by instructors who themselves stand high in box- 
ing and wrestling circles. 
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Brooklyn Paint Companies Hold Bean Feast and Outing 


IRTH and conviviality were let loose at Midland 

Park, Staten Island, on Saturday, Aug. 3, at a 
great combined Bean Feast and Outing of the members 
and associates of the Charles H. Brown Paint Co., the 
Brown Forwarding & Export Co., Inc.; Leadoil Com- 
pany, Inc.; the Love Trucking Co., Inc.; P. W. Nelson, 
Inc.; E. A. Munns Kalsomine Company, and Warner 
Herculene Paint Company. 

All forces left the Brooklyn offices of the respective 
concerns at 9 a. m. in motor trucks of the Love Truck- 
ing Company and in touring cars, arriving at the 
park in time for an 11.30 breakfast served on the hotel 
veranda. 

Good eats were followed by an afternoon of sports 
commencing with a 200-yard dash open to ladies, which 
was closely contested by a bevy of fair competitors. 
Married men prevailed over bachelors in a tug of war 
as a prelude to a baseball game between “Munns’ Qual- 
ity” and “Statesman” teams, umpired by Charles H. 
Brown and Edward R. Slater, which was won by the 
former team. 

However, the contest did not determine whether kal- 
somine or paint makes the best wall covering. The 
friendly rivalry existing between the two teams was 
indicated by the fact that players on both sides wore 
painters’ caps imprinted with the slogan “BROWN’S 
PAINT—tThe Paint That Sticks Where It’s Put,” and 
Captains J. S. Mowry and J. F. Winters of the opposing 
nines shook hands in most amicable fashion at the close 
of the game. 

A fat man’s race (winner loses) was conceded to Mr. 
E. A. Munns. 

Several impromptu contests and the photographing 
of the entire group of about two hundred present wound 
up the afternoon in time for all to sit down to an eight- 
course shore dinner of the best the ocean affords. E. A. 


Munns presided as toastmaster over the declaring of 
winners and awarding of prizes. Harry Love of the 
Entertainment Committee, always a good mixer, pro- 
moted the evening’s festivities in his usual sociable 
manner and saw to it that all danced to their heart’s 
content. The motor trip back to Brooklyn closed a day 
of unmingled joy. 


Stanley Works Girls in Charge of Own 
Rest Room 
EVERAL additions and improvements have been 
made to the Girls’ Rest Room, Stanley Works, New 
Britain, Conn., with the idea of making it more com- 
fortable and attractive. 

The room is furnished with brown reed furniture up- 
holstered in tapestry. Artistic draperies of a Japanese 
design have been hung on the windows and blue silk 
curtains have been put on the glass of the doors lead- 
ing to the room. 

A Victrola and several fine records, also the follow- 
ing magazines have been added: National Geographic, 
Harper’s Monthly, Ladies’ Home Journal, Woman’s 
Home Companion, Outlook, Literary Digest, Needle 
Craft, House Beautiful, Gregg Writer. 

The actual cleaning of the room is done by the jani- 
tor, but to maintain an orderly, homelike atmosphere, 
it has been decided to appoint a committee of four girls 
each week to have charge of the room and be entirely 
responsible for its appearance. The chairman of each 
committee will arrange for it to be inspected once every 
morning and afternoon. In this way no one will be bur- 
dened with the entire care, but every girl in the Stanley 
Works will at some time serve on this committee and 
will then have an opportunity to express her own ideas 
about the room and to develop a sense of pride and 
ownership in regard to it. 


Mill and Hardware Supplies 


The second an! fourth issues of each month contain 7 other pates of hardware prices 
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seoond Quality, Shoulders....... 60% _ Rolled Thread Iron, F. R. or “ 
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Rubber— PICKS AND MATTOCKS— |ieleceroinete 
Competition (Low Grade).. 40810 % Railroad eT ree se 10% Set and Cap— Cae no wea 
MMNOIE Sit. cag. f JRio ce wee 30&1 10% Contractors’ Ploke ....-2ccccres OP OE CINE) ce ccccccssssvonens MOM 
EE GYMNES oo v.cc's ose ceoncees 25% | ROPE wee net advance over Spelter and Sheet Zinc— 
—_ Me -“wisekete sewrectrneeeeeeee 25% | 
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Common A eer “a Manila, % in. diam. and larger: Hex. Hd, Cap... 2. ...26222150&5% | Sheet aes, No. 9 base, cast, 17¢ 
Patent ....-.eeeereeeerscceees P| SGN GOED ccecccesse sexe B8¢| Filteter a... 259, | Open, ¢. 
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Athol Machine Co.: Hardware Grade ....--+++++++ 28¢ Wood Ame rican > 91 9%¢ 
yr. pig ...Perlb., 9%@ 9% 
Drill Blocks ........++-+++ List net) sisal, 5% in. diam, and larger: Flat Head, Iron.........+. 76% IAP vc 00s Gecse3 Per Ib. 10 @11¢ 
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% « 4 and amaller........30&10% COONS Guarty [Seta eee ence e eee e ees 10% Babbitt Metal 
Larger or longer.......... 15&10% Cotton Rope: |Hand Taps, % to 1 tn....---.+- 45% » Meta 
CHAIN—Preof Coil— Best 5/16-in. and larger.. .85@48¢| Hand Taps, emailer than \% in. 5% Best grade, per Ib....... 1 SLM 
Hmall lots, f.0.b. Pittsburgh, per Medium, 5/16-in, and large ‘tense me 8. Taper Tups, No. 2 to 12 Commercial grade, per Ib.....- 
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%&13/16. $9.40; %&15/16. $9.30;| Saws, Machine Blades, | National Mfg. Co. Screen Door. , a MOREE VET Tee ae $4.50@85: 
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Jobbers’ Mfg. Company: ee, ee ae $2. per cent pure), in ingots for 
Blues Ribbon, Stick, ® ™..... 380¢ Steel adj., 8 to 12 in., per doz.$17. 02| McKinney Mfg. Co. each, net melting (ton lots), f.o.b. mill 
Paste, 5 & 10 ™ cans, P ™.. 30¢ Steel adj., steel hdle., per doz..$8.11 No. a.” $21.50: No. 2, $18.50; per Ib., 32.104 
Liquid tn gal, cans, @ gal...$3.00 Adj. Pistol Grip, per doz..... 617. 89) I 3, $15.50. ee. | ee ‘so@sne 
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Against German and Austrian Made Goods 


(Continued from page 73) 


In fact, after reading this editorial, it is difficult to 
put one’s thoughts into words. What more can we say? 
Yours very truly, 

UNITED STATES STAMPING CO., 
(Signed) J. M. Sanders, President. 


Just and Final 
Huntington, W. Va., 
Aug. 1, 1918. 

Dear Sir: We are pleased to acknowledge your 
circular letter of the 30th of July, containing the leaflet, 
“Mr. Buyer, It’s Up to You.” We have read this with 
a great deal of interest and the points you so well 
establish are not only just but are final ones in the 
economy of the Allied Nations. As far as the writer is 
concerned, he would consider it an insult at this time 
if anyone offered him a piece of merchandise made in 
Germany, and he scarcely feels that he is very likely 
to change his mind before a considerable number of 
years have passed. 

Your campaign has our sincere wishes for a success- 
ful progress. Yours very truly, 

THE STANDARD STAMPING COMPANY, 
(Signed) H. M. Jones. 
“We Are for It” 
Cleveland, Ohio, 
Aug. 1, 1918. 

Dear Sir: This will acknowledge yours of the 30th, 
together with a copy of “Mr. Buyer, It’s Up to You,” 
nad let us emphatically say that we are for it. If 
propaganda of. this sort will have any bearing on short- 
ening the war, it certainly should be supported. If, on 
the other hand, it should have no bearing, it, of course, 
emphasizes to every buyer that it is absolutely up to 
him to discriminate when the right time comes. 

Now, we believe that we can use a couple of hundred 
of the reprints to very good advantage, but it doesn’t 
seem fair to us that it should be necessary for you to 
distribute these, no charge. Send that quantity to us, 
together with an invoice covering at least the cost of 
production, and the check which we send to cover will 
be drawn most cheerfully. Very truly yours, 

THE SHARP SPARK PLUG CO., 
(Signed) Frank D. Johnson, Sec’y-Treas. 


The Place to Put Them 


Ashaway, R. I., 
July 31, 1918. 

Gentlemen: Your letter of July 30 is at hand and 
noted and we have read the reprint entitled “Mr. Buyer, 
It’s Up to You.” 

Please send us some of these for enclosure. We will 
do the best we can to dispose of them where they will 
do the most good. Yours very truly, 

ASHAWAY LINE & TWINE MFG. CO., 
A. J. Crandall. 


Can Use a Few Hundred 


Lodi, Bergen Co., N. J., 
Aug. 1, 1918. 

Gentlemen: The writer has just finished reading with 
interest your reprint, “Mr. Buyer, It’s Up to You.” 

If you will send us a few hundred of these we shall 
take pleasure in placing them where they will do good 
work. Yours very truly, 

MATTSON RUBBER CO. DIVISION, 
J. H. Behrens, Pres. 


“Impressed” 


Worcester, Mass., 
Aug. 1, 1918. 
Gentlemen: We were very much impressed with your 
pomphlet on the propaganda against German and Aus- 
trian made hardware and would be very glad to receive 
one dozen copies of same. Thanking you in advance for 
this favor, we are, very truly yours, 
READ SMALL TOOL WORKS, 
W. J. Maylott. 





“One of the Best” 
Baltimore, Aug. 1, 1918. 

Gentlemen: The article in your July 25 issue: “Mr. 
Buyer, It’s Up to You,” is one of the best on the sub- 
ject that has come to the writer’s attention, and I am 
of the opinion that it ought to be given the widest pos- 
sible distribution. 

At the conclusion of the article you very kindly 
proffer to furnish reprints gratis. We would be glad 
to distribute as many copies as you could spare. We 
presume that you are having a tremendous number of 
calls and there is a limit to the number you can supply, 
and it might be a hardship on you for us to ask for a 
very large number. Probably you could suggest to us 
the number you could allot us. In the meantime, the 
writer would like twenty-five copies to place in the 
hands of our salesmen. We will leave it to you to send 
whatever additional quantity you feel you can spare us. 
Yours very truly, 

NATIONAL ENAMELING & STAMPING CO., 
Thomas W. Gulley, Asst. Manager. 


“To the Point” 


87 Chambers Street, New York, 
Aug. 1, 1918. 

Dear Sir:. The writer thanks you for the reprinted 
editorial of the July 25 issue of the HARDWARE AGE. 

He had read this with great interest. It is certainly 
very finely written; it is to the point and ought to be 
in the hands of every buyer in this country. We all 
here agree with everything that is said in that paper. 
We are obliged to you for calling it to our attention. 
Yours truly, 

H. L. JUDD COMPANY, 
I. W. Prentice, Treas. 
They’re Free 
Canton, Ohio, 
Aug. 1, 1918. 

Gentlemen: Enclosed find 10 cents in postage, for 
which kindly forward as many as same will pay post- 
age for, of the pamphlet, “Mr. Buyer, It’s Up to You.” 
Very respectfully, 

THE GIBBS MFG. COMPANY, 
Elmer W. Gibbs, Vice-Pres. and Supt 


Excellent Suggestions 


94-96-98 Lafayette Street, 

New York, Aug. 2, 1918. 
Dear Sir: We have read with interest your article, 
entitled “Mr. Buyer, It’s Up to You.” It contains such 
excellent suggestions for our good American citizens 
that we would like to have a few copies for distribution. 
We would appreciate receipt of 25 copies. Thanking 
you in advance, we are, yours very truly, 9 
RUSSELL & ERWIN MFG. CO. DIV., 
Edward Mayer, Manager. 


“Godspeed” 


Irvington, N. J., Aug. 2, 1918. 

My dear Mr. Soule: Your letter of the 30th has been 
read and re-read by the writer. The writer’s only wish 
is that there were more red-blooded Americans that 
would take the stand and declare themselves as you 
have in this little booklet. 

We shall be glad to use 250 copies of this and use 
them to good effect. 

There is probably no line that has been more patron- 
ized in the United States than the line of nippers and 
pliers. I would like to see something along this line 
in your propaganda work. 

I heartily agree with you that every paper in the 
United States should feel it their duty to institute a 
campaign of this sort—that it is up to the buyer, and 
not only the buyer but the boss to see that the buyer 
does his duty and stand 100 per cent for anything that 
will keep German goods out of this market. 

We shall be interested in receiving these copies and 
we will see that they have the proper distribution. 
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The writer wishes you Godspeed in this work Yours 
very truly, 
SMITH & HEMENWAY CO., INC., 
Landon Smith, President. 


“With You to the Utmost” 
1323 Michigan Avenue, Chicago, II1., 
Aug. 1, 1918. 

Dear Sir: I am just in receipt of your circular letter 
of July 30, with copy of pamphlet, “Mr. Buyer, It’s 
Up to You.” 

I cannot voice my full appreciation of this propa- 
ganda, and regret that I am not in a position to lend 
further assistance in carrying it through to a thor- 
oughly effective end. 

I know a few buyers in lines other than hardware 
and shall take pleasure in seeing that they get this 
pamphlet. 

I will also be glad to send some of them to publica- 
tions that may be induced to give it publicity. 

I would therefore greatly appreciate your kindness 
if you will supply me with about fifty of these booklets 
and any similar matter that you may get out in the 
future. 

Please bear in mind I am with you to the utmost of 
my ability and facilities and wish you every possible 
success and sincerely hope that you will in time to come 
get the full credit due you for your undertaking. 


Yours very truly, 
FREDERIC B. HART. 


“Right on the Head” 


Grand Rapids, Mich., Aug. 1, 1918. 

Dear Sir: Your letter and circular entitled “Mr. 
Buyer, It’s Up to You,” is a blinger. In fact, it hits 
the nail right on the head and we shall be more than 
pleased to assist in bringing the matter before the 
American public. In other words, we will gladly send 
out all the circulars that you care to send us, and as 
our mail goes all over the United States and to all 
kinds of industries, we believe that our bit along this 
line would be well worth while. 

Should you decide to send booklets, send them for 
the attention of the writer and I will give the matter 
my personal supervision, so as not to waste the booklets. 


Yours very truly, 
PROUDFIT LOOSE LEAF CO., 
W. H. Edwards. 


For Both Local Papers 


Montgomery, Ala., Aug. 1, 1918. 
Dear Mr. Soule: I have just read your splendid edi- 
torial on “Mr. Buyer, It’s Up to You,” and I want to 
congratulate you on this article. I am going to get 
both our local papers to publish it. 
With kind personal regards and best wishes, I re- 
main, Yours very truly, 
TULLIS-GAMBLE HARDWARE CO., 
: J. R. Gamble, Vice-President. 


Can Use 1000 Copies 


Philadelphia, Pa. 
Gentlemen: We have to acknowledge receipt of your 
reprint, “Mr. Buyer, It’s Up to You,” and would like 
to take advantage of your offer to supply us gratis 
with copies of this very appropriate propaganda and 
could advantageously use 1000 copies for enclosures in 
our mail—for which we thank you for your kind atten- 
tion—at your earliest convenience. Very truly yours, 

TACONY FILE & HARDWARE CO., 
E. O. Banaclough. 


“With Interest” 


Carbondale, Pa., July 29, 1918. 
HARDWARE AGE, 239 West 39th Street, New York City, 
Gentlemen: We have read with interest the article by 
Mr. Soule on page 48 of the July 25th, 1918, issue, en- 
titled “Mr. Buyer, It’s Up to You.” We would consider 
ourselves indebted if you would send us, addressed to 
the attention of the writer, six reprints of the article. 
Yours truly, 
THE CARBONDALE MACHINE CoO., 
R. G. Ewer, Mechanical Engineer. 





Hardware Age 


Wants “A Bunch of Them” 


West Mansfield, Ohio, July 27, 1918 
HARDWARE AGE, 

Gentlemen: We note in last issue of HARDWARE AGE 
that you will furnish reprints of Mr. Soule’s article 
free. If this is true, we .certainly would be glad to re- 
ceive a bunch of them. 

Thanking you in advance, we are, Respectfully, 

BALLINGER HARDWARE COMPANY. 


From the American Exporter 


New York, July 30, 1918. 


Publisher HARDWARE AGE, 239 West 39th Street, 

New York City, 

Gentlemen: Re: Editorial issue of July 25th. 

We will greatly appreciate 50 copies of this editorial. 
Very truly yours, 
AMERICAN EXPORTER, 


H. D. Chapman, Business Dept. 


Read the Last Word of It 


New York, July 31, 1918. 
Dear Mr. Soule: Your circular letter of yesterday 
enclosing a copy of the pamphlet “Mr. Buyer, It’s Up to: 
You,” came this morning. The striking pictures on the 
title page prompted me to look at the pamphlet, and, 
to make a long story short, I have just finished reading 
the last word of it, letting the rest of my mail wait. 
How. better than that can I express my interest in an 
appreciation of this article? If you will send me a 
dozen copies, I feel confident that I can place them 
where they will be referred to and their influence mul- 
tiplied. 
Congratulating you on this very appealing article in 
a righteous cause and thanking you in advance for your 
courtesy, I am very truly yours, 
JAMES T. McCLEARY, 
»Secretary American Iron and Steel Institute. 


Going at One-Third 


East Palestine, Ohio, Aug. 2, 1918. 

Dear Sir: “Mr. Buyer, It’s Up to You” is certainly 
an exposition which will not only be read, in the writ- 
er’s opinion, but also will engender such a hatred for 
German-made goods in the buyer’s mind that the de- 
sired result will be forthcoming in due course. 

An instance of this happened only yesterday when 
a representative of one of the big paper jobbers called 
here and offered to dispose of some very good paper, 
watermarked “Germany,” at one-third the price of 
domestic paper of like grade. This representative 
stated that he had been endeavoring to dispose of this 


- lot of stock for some time, but had found it utterly im- 


possible to do so, due entirely to the constantly increas- 
ing feeling against goods made in Germany. Yours 
very truly, 
THE McGRAW TIRE & RUBBER COMPANY, 
R. 'R. Stine, Advertising Manager. 


Could Use Some 


New York City, Aug. 2, 1918. 
Dear Sir: We have read with interest your booklet, 
being a reprint from the HARDWARE AGE of July 25, 
“Mr. Buyer, It’s Up to You,” and as we believe we 
could use some of these to great advantage, wish you 
would send us a few, which we will distribute where 

we believe they will do-some good. Very truly yours, 

H. WESTBURY, 
H. W. Candless & Co. 


Con gratulations 


The American Red Cross, National Headquarters, 
Washington, D. C., July 31, 1918. 
My Dear Mr. Soule:. Through the courtesy of Mr. 
Beebe, I was fortunate enough to receive a copy of 
“Mr. Buyer, It’s Up to You,” and I can’t refrain from 
writing you a little note of congratulation on the article. 
I think it is very interesting indeed. Yours very truly, 
OTIS H..CUTLER. 
































ALL ABOARD 


Knights of the Grip 


This Is An All-Pullman Train 
No Extra Fare 
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PRIZE STORY CONTEST | 


MOANA 


“My Best Sale” = 


Sra 


Open to all hardware traveling salesmen. 
Every story used in HARDWARE AGE gets a 
prize. 


Dimes Pee 2. cece ees $100 
Second Prize ......... 75 
co. By | ee 50 
Pourth: Prize ........- 25 
Pith PPM sce eee ccs 15 
Sinth Pra ......35... 10 


All others used....$5 each 


Just tell in your own way the story of 
your best and most interesting sales from the 
standpoint of business-building suggestions. 
Every traveling man has many good sales to 


his credit, but there is always one humdinger, 
a rip snorter, that is not only memorable but 
is rich in what it may suggest to other trav- 
eling men. Let the story speak for itself. 

Write that story to HARDWARE AGE. There 
may be a hundred dollars in it for you and 
there is sure meat in it for the other boys 
on the road. 

Contest closes Sept. 15. Address your en- 
velope to 


Editor HARDWARE AGE, 
239 West 39th Street, 
New York, N. Y. 


Best Story Contest. 
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Publicity for the Retailer 





Another Review of Hardware Store Papers 


By Burt J. PARIS 
No Leaks in This ‘* Radiator” 


No. 1 (10 in. x 15 in.) 


IKENING his hustling hardware store to the 

busy autoriobile, Edward Arps has christened 

his new store paper The Radiator of the Arps Right 
Price Store. (Nucla, Col.) 


RADIATOR OF THE ARPS RIGHT PRICE STORE 


OUR HARNESS DEPARTMENT 








RADIATOR « = 





We enjoyed every line of the new Radiator. Mr. 
Arps has succeeded in getting a new slant in store 
paper editing. 

The cover page of The Radiator bears a like- 
ness of Mr. Arps and also of Mr. Otto Arps, who 
is store manager. 
with the paper’s name, form the permanent heading 
of the journal. 


These two photographs, together 


Mr. Arps has edited this store 
paper with very great care and has 
injected a sufficient amount of his 
own personality to liven up the 
more prosaic reading matter. 

For instance, here is the legend 








greater precision the 
™ ~ hed-time than Father 
Ans Right Price Store Karly to bed and carly to rise 
makes a man healthy, wealthy and 
wise. Father Ray never is sick 
Pubtiehed ty or old and the Government fingers 
ARPS RIGHT PRICE STORE will never point at him for being a 
S parasite Ile says things will 


NUCLA, COLORADO 
EDWARD ARPS Proprietors OTTO ARPS 





EDWARD ARPS. Editor 
TTO ARPS, Manag 





atered with Uncle Same a ret cas sll 





wear ont on the ranch, and he se 
lected a MeCormick rake to do up 
his hay erop with 
‘od 
Wagon Box Manure Spreaders 
for $185.00 
ee 


An Iowa farmer made a great 


under the title on the first page: 
“A store paper, issued bi-monthly, 
with a selfish motive to increase your 
hardware wants and incidentally de- 
fend our principles. 





holler’ about the high price of 
a farm wagon this year. “Why,”’ 


‘To every ctinen within SO miles radime of car stove FREE 





paar afar Se he exclaimed. ‘‘I bought that same 
wagon twenty years ago for 

ae au #65.00.'" The merchant answered 

= ouated piety I believe I sold it to you, and 





Jif LT remember right you had no 
money and I took 325 bushels of 
|corn in payment for it. I will sell 
you this wagon for 325 bushels of 
corn today, and I will throw in a 
{cream separator, a gas engine, a 
j washing machine, a stove, a jack 
| knife and a corn sheller, and give 
}you a suit of clothes to go to 
| churely with."’ There was no fur. 
| ther argument and the wagon was 
week and got fixed up on his hard-| jsold. Don't ‘‘holler,"’ but com- 
ware wants. Mr. Geo. Ayers, the | pare your exchange values. 
veteran blacksmith, placed | 
cheerful order with us and tells neredo vod ae with a omaeare oe supply Co. to oy a ney | 
le are bound a erm rice in| 
Man eee aerrinncri | eonnection with our threw features that a possible fe give you 


Sounds good, doesn’t it? ARPS RIGHT PRICE STORE | 
eee 


Everybody is getting busy tv 
poison grass-hoppers, and to in-/| 
crease the agony arsenic has dou 
bled in price. so we are compelled 
to charge 5c. a pound for the 
poison | 

“ee | 

Paradox is hearing a noise that 
is rumbling like hardware. Mr 
Watson Schneider visited us last 














(Contioued from Page 1, Column 4) 
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E. E. Raney bought a Deering| homely, whether you need a ton|Common-sense Basis will make! Macs dine ee 
mewer—my think tank is running|Of wire or a pound of nails./him one of our steady customers.|ihe gab-fest, movies and after- 
out of. comments, the time is) EQUALITY TO ALL AND THE| sd noon teas or the Kaiser will get 
crowding to get this paper on the|‘“SHEENEY’' ACT TO NONE. | Remember the Arps Right Price! you sure. This is what is ham 
press. Believe me, this is some eee Store when in the market for al-|mered into you on all sides. Not 
work to get up a paper—if you ‘‘Maud Muller on a summer's day | falfa seed that the war is any more serious 
don't think so, try it. |Raked the meadow sweet with eee than it bas been, but the spirit of 
| hay.’” | The night Abraham Lincoln was | the times is demanding efficiency 

| Chester Blackburn says |nominated for President he came|The fact that you are a big dona 


hur of Enlogized |‘‘There is no tune so sweet as that) home in the wee small hours of|tor to the Red Cross, a heavy 
ory } of a Deering rake |the morning. His wife demanded buyer of Liberty Bonds, together 
Store News 






Or more satisfaction to haying as|an explanation, and, delighted to| with a big pledge for War Sav 
ying P 

when your Derrick is injtell her the good news he said:|ings Stamps, does not make you 

| shape."’ “T have been nominated as a can-|immune in having accomplished 

Mixed with Nonsense, Uncommon) (Chester got a new rake and sup-| ‘lidate for President of the United | your bit. This war is the working 

Sense and Other Inspiring | pjies for a new Derrick | States."’ ‘‘Why, Abraham, now I| out of a natural law and it is more 

Ingredients | eee | know that you are drunk.’’ Here |than hitting the parasites, the ho- 

When a man fails at everything] Our stock of Deering and Mc-|i* where F. B. Logan put one over |bos and the: idlers, the schemers 

else, he takes to ranching as al Cormick mowers is still complete. |" President Lincoln when he/and plotters, the remittance men 


last resort and generally succeeds. | 0 00.00 {purchased his 10-foot all steel/and shirkers, and last, but not 
: r 2 as log 28/;/ Cormick rake. He was sober|least, the liquor drunks and the 


jand had no explanations to make. | food drunks. This is a time when 
eee our Nation must have more effi. 
We do not keep a stock of fur.|Ci¢2cy, more results, more product. 
oe Isaac and John for help, but both|niture on hand, but we can sup- |'t would not be right to the jew. 
When a man can stand as well| walked away at bis appeal, where-| Ply you on short notice and have ler to say that wo can get slong 
on his hands as on his feet, it is|\)pon Bigelow followed them, say-|the advantage of a car-load rate| Without jewelry, without dia. 
no evidence that he is well bal-|ing to himself ‘‘I don’t care|to Montrose monds, without automobiles, with. 
anced, but’ when George Bowyer|cither.”’ It was different with U. pity Phe Gs tee 
Young of the Wind Mill Ranch of| I. Walker and R. E. Chatfield in| If you want to get into the 
Redvale, Colo, bought that sec-| selecting their binders to harvest | freighting game today you will 
tion of school land to increase and|the crop. In selecting the Deer-|find that a Diamond ‘‘T”’ or Du- 
take care of his full-blooded Dur. | ing binders to do their work they| plex is not sufficient to land you| 
ham cattle he showed his mental|knew they would not be left in|the business. ou must be! h k : par 
balance and good judgment, and| case of an emergency. equipped with freight wagons an ear hogy be you inefficient. This ie 
we pride ourselves in having sold - © horses. We are pleased to an- Wee op a i 
him the 45 spools of Glidden Gal-| With the outlook bright for an|nounce that Jake Dobler selected li - ayy ved reed Hon maapicrcd 
vanized*fence wire to enclose the| immense wheat crop, you had bet-|" Webber wagon in connection sing ier the f + op tect ye 
section ter place your orders early for| With his Diamond “'T"’ truck oe you thie lo biting 90% ct 
hinding twine. Present price 30 2 2 2 the people of the United States. 
We can supply any man from|cents per pound Two 10-quart Shepard ice cream) soft bed and a full belly gave 
Paradox to Placerville with hard- o = 2 freezers to close out at $5.00 each 7 
ware and implements, Just tele-| Mr. Gramlich of Gramlich, Sons time has come for us to sober up 
phove or write your wants and|& Co., came all the way from Bed-| Sam Rowley, the Bedrock al-|and quit bragging about being 
you pay no more than the 124,%/rock to get fixed out on mowing|falfa king, was in the store to get | 100% American, bat become 
profit, whether you are rich or/machine repairs. One good turn|some hopper poison in order to|J00% efficient if you want to d 
poor, old or young, beautiful or'deserves another. The Arps! save his alfalfa crop lvonr bit and win this war 





When a man succeeds at every-| they last 

thing in the game he also resorts 

back to the farm and generally) When Bigelow's wife fell over-| 

fails as « farmer hoard, he hollered to his friends 
. 


ereate the spirit. This would be, 
jindeed, real ammunition for the 
| Kaiser, but the death knell to him 
is.to set the parasites in motion 
and cut out your own bad habits 


Germany delusimal insanity. The 











No. 1—A store paper with a new slant 
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- employees had entered the federal 


that peculiar something no human 
being has as yet been able to describe 
or fathom. Humane. Divine. Demo- 
cratic. Symbolized by our three 
features—‘The Exchange Bureau,’ 
‘The Cash Basis,’ and ‘The 121% per 
cent uniform Profit on All Goods.’ ”’ 

This unique personal touch is car- 
ried throughout the paper—in the 
special articles, in the reading notices 
and in the store news. 

Single and double-column display 
ads are used and a large share of the 
paper is devoted to stcre news. 

Mr. Arps formerly edited the Jdea- 
O-Graph, which has been commented 
upon in this department and is 
familiar to many readers of HARD- 
WARE AGE. 

We wish Mr. Arps all success 
with his new paper and we cer- 
tainly think it decidedly worth while 
for you to read this reproduced page 
entire—you’ll get a new slant on 
store paper editing. 

The Radiator is eloquent testimony 
to the fact that it pays to publish 4 
store paper and it pays to give it 
the most careful attention you pos- 
sibly can. 


The Service Honor Roll of the 
Goodyear Tire & Rubber Company, 
Akron, Ohio, shows that up to 
August 1 5109 of that company’s 


service. 














August 15, 1918 








2 Hackley's Store News 
alise. The yam is easily cultivated Lod 
Mockiay’s Store News lt takes littl work Mt stands the ge Notices 
monthly newspaper published lest of tho dietitian 


eonthiy by, E. Hackley for the benefit 
of ft Hackley’s ‘8 store customers. 
We request our patrons to ; send tn 
each month, such local items as they 
would like to see in print. Copy must 
reach as not later than the 20th of 
each mont! 
Subscriptions by the year—your 
good will, Earl Park, Ind, + July, 1918 





T goes into every home in 
nit Pork road vicinity 





Poor Kaiser; He Forgot the Yam 


Consider the Yankee yam. 
many things the houses 


Europe, having it toasted for dinney, 
and finishing off the meal with the 
United States dessert, Latin 
America as @ cordial, and the Orient 
as an after-dinner smoke. 


It's a0-| itse 
TE° | beans, to afford the ‘proteid and fat 


*| balanced and reasonably compiete jiet 


red as flour, it is one of the 
best substitutes for wheat. Six dis 
tinct kinds of yam flour are produced. 
Two of these are choice breakfast 
tends, sweet enough to serve without 

One 1s 4 starch flour, suitable 
tor puddings, blancmanges, gravies, 
and the like—a rival to the cornstareh 


made 
With the-starch removed, 
and puddings. 


can be tinned or dried easily 
very compact in its various manulac 
tur aos preserved forms, and can 
be readily transported. Its prepara 
ton tar eating is simple, and even the 
peelings can be utilized commercially. 
has an more to sey for 
if. It contdins sugar. In combi 
nation with peanuts, cowpeas, an 


a 


element, the yam can supply a well 


in which meats and the Uke need not 
be extengively included 
80 different food products can be made 
from ‘this root, always a staple article 


the Pale pares 


Ae John & Baptist Coart, 
No. 591 meets 2nd Sunday and 4th 
Thursday evening of each mont 

Hartman, Chief Ranger 
C. Anstett, Secretary 


Park Lodge, 372 K. of P. meets 

lay nikbt at 500 pm 
m ang fine 
phernalia. All members and vie 
{tors cordially in ited to attend. E 
C. Martin, K. R Vanatta, C. C., 
J. N. Timothy, ue oF 


Lady Foresters meet second and 
fourth Tuesday evenings of each 
month. Mamie Gretter, C. R., Kath 
ryn Pelance, R. 8 


Royal Neighbors of America, Rich- 
6473, meets second 

and fourth evenings of each month 
Rose Hartman, Oracle, Edith Cheltz, 


Ear! Park Post Office Hours 
Week Days §:3 30 i $:00 p 
Sundays, 8:30 to oo 8 a @. 














Cc is 
The American slp, or sweet pota- HAS. C" LEISURE be ” 
to, thanks to. the U-boat attempts on 


of food in the southern states of 


oa 
3 


Eart Park Presbyterian Church 


























the wont tood ¢: : as sudden-| Poor kaiser! All the things that/ 10:00 a m. Sunday Schoo! 
ly found recognition as r highly im-|he forgot—the spirit of free peoples,| 11:00 a m Morning Worship 
portant D ct. Hor xten-|the rights of man, conscience, G 7:00 p.m. Evening Worshi 
sively it might be used only the Teu-/even the humble yam—rise up to fight| 7:30 p. p. Wednesday, Prayer Meet 
ton starvation campaign made us re-| against him. 
The Mia stomary ~ Society of the 
a A eh 
4 > 
> z ‘om 
. S| Mrs. Lon Lowe, Sec, Mrs. G. Allen 
: Use Less Sugar When 3) 
7 
Canning F bl Jonpe Lodge Ko, Wi, F&A. M. 
3 € Fruit or Vegetables §,2czrssiti Soa'ttnt tas 
« evenings of each month Ww Min 
> The Hall Cold Pack Canner ninger, W. ‘W B Ha ckley “Sec 
a will give you a complete can- 
} ning outfit for use in your Earl Park Chapter No. 401, 0. BE 
3 home. It enables you to Stars, meets the second and fourth 
. do your complete canning b] Monday evenings of each month. Jes 
: with less sugar and in less sie Wilso Laura Minninger 
r, time than would ordinarily Sec.; W out Strong w. P 
wired. In addition to = 
this, fruit and vegetables can Hear the New Victor the first of 
e cold pack method each month. Ask oe the monthly 
are less likely to spoil than catalogue. * 
if canned by any other me Cups and saucers are very scarce 
(hod this season. We have 8s , 
This is a year when it is the at C, time this pape 
patriotic duty of every house. The Kaiser, the Beas 
q wife to can all the fruit “and will _be shown in the Andres Opers 
P vegetables possib! ; House Saturday and Sunday 1 
q Hall Cold Pack Canner offers and 14 
you the very best possible Before arranging to travel consult 
r ne’ time table a the Big Four 
means to do'your canning with the least effort and the least amount valine Bch g Be Behm Big 
We ask every housewife to come to our store and see the Hall Cold daughter ‘of Mr 
Pack Canner. It is made of galvanized steel, will last practically a ane Mrs. Henry Posto of Boswell. is 
lifetime and is so simple that it can be equally well by ama her grandmother's, Mrs. Arch Dw 
teur or expe! Has patented fruit jar holders which make it im Die, afflicted with infamatory rheum 
pomible to burn or scald the hands. Has a capacity Sl atism. She is improving at this writ 
of from a onepinl to twaive one-quart tare Com $4. 50 Bling under the serum treat meat a 
plete Canner salle for sana o ministered by Dr. Byr oa B The 
Eart Park emiiaision and Building 
B. HACKLEY, Earl Park, Ind. eearsctor 
: | Thos. McDonald, RL. Naftinger, 
Med St. John, Med Cyr 











No. 2—Interesting and newsy paper from Indiana 


Hackley’s Store News for July 
No. 2 (7 in. & 11 in.) 


es a chatty and newsy store paper from 
Earl Park, Ind., published by E. Hackley in 
the interests of Hackley’s Hardware Store. 

Store News has four pages and is printed on 
news stock. Single and double-column display ads 
are neatly distributed through the reading columns 
and a wealth of store news and notes are made 
use of. 

On the first page, Mr. Hackley generally prints 
personal items and local events and happenings, to- 
gether with a column or so of store personals. 

There is a “For Sale” and “Want’’”’ column which 
seems to be liberally patronized by citizens of Earl 
Park as well as neighboring farmers. 

In short, Hackley’s Store News is an intensely 
local journal, and as a result is read a great deal 
closer than were it too strictly commercial in its 
appeal. 


It Hustles Hardware All Right 


No. 3 (6 in. a 9 in.) 
HIS is the editorial page from the current 
issue of The Hardware Hustler, published by 
the Whitesell Hardware Company, Clearwater, Fla., 
and edited by Mr. Charles A. Campbell. 

The Hustler contains live local news and plenty 
of store news and happenings. 

One of its chief missions is to boost Clearwater 
and this it does in a most effective manner. This 
is a suggestion to other store paper editors. Recent 
reviews of store papers convinces us that many 
editors are forgetting the importance of boosting 
home trade and home institutions. This kind of 
a campaign is the best anti-mail order ammunition 
you can shoot. 





Note the two display ads on this page. 


are small, 


cover. 
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They 
but each stands out, flanked as each is 
by pure reading matter. 

War Savings Stamps are boosted on the front 


The Hardware Hustler has a small page size, but 
it is an 8-page journal and therefore contains as 
much reading matter as some of the larger 4-page 


papers. 


Bigelow’s Store News 


No.4 (11 in. x 16 in.) 


[See following page. ] 
IGELOW’S Store News, 


published by the Big- 


elow Hardware Store at North Lawrence, N. 


Y., is a large store paper, 


4 pages in size. 


4 columns in width and 


The News takes on the character of a local weekly 
by reason of the space devoted to local happenings 
in North Lawrence as well as in a number of sur- 


rounding towns. 


A glance 


at this reproduced page 


will show you how the News really performs many 


of the functions of the country 
In the news thus chronicled, 


weekly. 
store items are in- 


serted and a great deal of publicity obtained not 


only in North Lawrence, 


but in towns and settle- 


ments covering a wide radius from the store. 
Other pages of the News contain special articles 
on the type of farming done in and around North 


Lawrence. 


Display ads are used throughout the paper. 








HARDWARE HUSTLER 


A Store Paper Published in the 
Interest of the 





WHITESELL HARDWARE COMPANY 
Clearwater, Florida 





PATRIOTIC CLEARWATER 


When it comes to being patriotic Clearwater 
is there with the goods. Clearwater is a live 
town and has a bunch of live people in it. 
Look what they did in the Liberty Loan Drive. 
Look what they did in W. S. S. Drive. Look 
how her people turn out to all patriotic meet- 
Look at the large number of her brave 
sons that have gone to fight for her freedom 
They will do their part “Over There,” and 
they know that Clearwater will do her part 
“Over Here.’ When we say Clearwater, we 
do not only mean the people that 
the city proper, but also the people who live in 








ings. 


live in 


the surrounding country. 
HUSTLING ALBERT WALLACE. 


Contractor Albert Wallace is building a lot 
of new bath rooms at the pavillion at Clear- 
water Beach, he is also building several sun 
sheds around the place for the convenience of 
the general public. 

Mr. Wallace is one man that is always busy. 
He never loafs, and as soon ag he finishes one 
job there are two or three others waiting for 
him, 





Fshing is the Sport! 





There is nothing more restful of reward- 
ing than « day's fishing. Thie ie doubly 
true when the tackle used is the Famous 
<Q} Brand 

We are showing @ very complete line-- 
and at attractive prices. 


WHITESELL HARDWARE COMPANY 











No. 


3—It boosts home 


Price $1 


Sold on trial; and 


money back if not 
factory 


sat Try 


one today 





WHITESELL HARDWARE COMPANY 


METAL WORK !N CLEARWATER 

Mr. A. J. Kilgore, “The Tinner” did the 
work and the Whitesell Hardware Company 
furnished .Galvanized Gutter, Down Spout, 
Fils, ete. for the following jobs recently: Dr 
T. W. Procter’s residence, Mrs. J. R. Davey’s 
residence, the Bellview Hotel, Mr. W. W. 
Cock’s: residence, Mr. Dean Alvord’s residence. 





While Private U. S. G. Morgan 
guard duty at Largo the other night Major 
Brown passed him, and noticing that Morgan 
failed to salute him, turned and said “Young 
man how long have you been in the Home 
Guards?” Morgan replied, “About two weeks, 
how long, have you been in.” The.major turn- 
ed and walked off 





was on 


Mr. E. C. Price who recently bought the 
Sadler Grove is making extensive improve- 
ments on the place. The Whitesell Hardware 
Co. has furnished him with American Steel 
Posts, American Fence, and lots of other ma 
terial for this greve. 





The Whitesell Hardware Compary is nét only 
receiving orders from peoole all over this coun 
ty. but are shippine goods to Brunswick, Ga 
and Jacksonville, Fla. They say it pays to 
advertise 

Mrs. Joe Russell has just bought a three 
burner Perfection Stove from Whitesell’s. 
Mrs. Russell said the old reliable was good 
enough for her. 

With Capt. Bayly’s tomato sanwiches and 
Set. Tilley’s one pound of coffee the company 
would have certainly had a feast the other 
night after doing guard duty 





Pvt. Jno. U. Bird set the whole company up 
at Largo the othér night. Hurrah for Jno. U 

Corporal Dr. McMullen still insists that 
“There's a hole in the bottom of the sea.” 


trade as well as the 


Whitesell store 


The Vacuum Cleaner Specialty Co., 


New York, has 


been incorporated with a capital of $100,000 by H. W. 


Kappele, 368 Haven Avenue, 


181 Park Place, Brooklyn, 
Hill, N. J. 


York; H. C. Hall, 
McGrath, Union 


New 
and J. P. 





i 
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NICHOLVILLF. 


Jaly 2—Many hearts wero saddon 


NICHOLVILLE AND VICINITY, 








Michael Donovan and Mi 


as| Ella Donovan were recent visitors in 





nm Saturday when the news w 
received frum Rhinebeck, of | Osdensburg. 
the death of Mrs. W. Fo! Miss Lois Wright, of Moira, is 


time until the doctor's death in Feb., 
1904, they were residents of this vil 
One son, Carr, wi 


ears previous to his father's death. 
Not long after the doctor's death 


Mrs. Fortune went to Rhinebeck, her | siste 


former home, to live with her stater, 


N. Lown. Since going there}ard Savage 
-] they recently bought. 


to make her home nearly every sum 
me back to this vil- 


most 
many years - 
ber of the choir. Few people under- 
stood and read the Bibié as did she 


er race ts run, her 


born to} Islan 
who passed away some two 


ris- | This show: 


a sow days with her sister, 








1 shed two more boys 

rom our town at k—Haruldt 

Mhoades and Geo. Wilson having left 

last Thursday res Camp Upton, Long 
4. 


the commencement exercises at 
dam Normal fast week. Mrs. Drake's 
as a member of the class. 

Geo. Fisk, 8. R. Hamlin and _—_ 
are driving cars ich 


In the War Savings Stamps drive 
something over $18,000 was > manend in 
y] this section of the town of Lawrence. 
8 what we are doing to help 
whip the Hun 


A base ball game and ice 


-] social were the attractions at wae 
-|vitle July 4th. 


used for the Red 

M. M. Wright is working at Law- 
renceville. 

-The marriage of 
Crinklaw, son of M: 
rome Crinklaw, of this place, to Miss 
Ella, daughter of Mr. and Mrs. Dus- 
tin Parker, of Hopkinton, was 
solemnized at the home-of Rev. Fr. 


|} Grumm in Hopkinton on Thursday, 


oth. Mr. Crinklaw ts one of 
our finest young men and his bride 
is one of Hopkinton’s most esteem- 
ag & gradu- 
ate of Winthrop training elass 


ore 

than this, . stay 

were held the year has taught in the Bastin 
poy vate bome of her broth- sahest district on the St Regis Falls 
er and sister, Dr. and Mra W. state road young ple hav 
Lown, and on Monday she. was] wide circle of friends who extend 
brought back here accempanied by egngratulations and best hes. The 
Dr mn, where her funeral was[took @ short wedding trip in the 


largely attended from the Baptist 
the pastor, Rev. H, A. Gris- 
by Re 


Bel: 
was tenderly laid to rest 
by the side of her husband in Mound 
Hin cemetery amid a beautiful pro- 
fusion of flowers. 
Mies Flora Chandler, of Clinton, 
Mass, is the guest of her sister, Mrs. 


Reed 
“Mrs. Fulton Fisk, who has been in 


boys stationed at Poughkeepsie, N 
Y., was home on a short furlough to 
visit his parents last week 

One more of our boys has ans- 
wered his country’s call. Walter 
Matthews, son of Dr. and Mrs. J. 
Matthews, left on Menday for Buffalo, 
he will enter a military train- 


D. 
4 Mrs. 8. E. Bandy snenten 


week. The remains were brought to 
Nicholvilie and placed beside her hus- 
band in Mound Hill cemetery. 

Mra — Rose is visiting at M. P. 
Sheldon’ 

Mr nek Mre. J. H. Smith’and Mr. 
and Mrs. J. Floyd Smith took an auto 
trip to Algonquin, Caneda, the past 
week to visit cousins. 

Mrs. Augusta Fletcher, of Helena. 
Mrs. Chaslee Butler, Mise Sarah Mc- 
Dow and Mr. LaMay, of Montreal 
were visitors at Mr. and Mrs. E. J 


Ko! me to Mo. 


A. Mosier 





g?oom's touring car and are now at 
home on the pleasant Crinklaw farm 
0g Ferris street. 

Anna F. Ryan was a recent 
visitor in Malone. 


MORA. 


June 29—Born, Monday, Mag 27th. 

& son to Mr. and Mra. Peter Shatraw 

Mr. Jacob Smith, who lives with his 
daughter, Mrs, William Roack, is very 
I. 


Mr. Alex Disbaw has purchased a 
new Dodge car. 
Monday, June 17th, occurred the 
marriage of Miss Mabel Shatraw, eld- 
est daughter of Mr. and Mra. Peter 
Shatraw, to Mr. Pearl, Barckley, son 
of Mr. Bill Barckley, of Moira. The 
wedding took place Monday morning 
pper and dance were 
held that evening at the home of the 
bride’s parenta, where they received 


Mrs. Bill Barckley Tuesday night, 


June, the 26th. 


HALF VILLE. 





Burton and Mabel Meacham have 
returned home, after spending some 
time With their cousins, Bernard and 
Harold Meacham 

Norris schoe!l closed June 14th for 

he summer vacation. 

Mrs. Patrick Rogers expects to re 
New York 

weeks 
Farns- 


turn to her home in 
Thursday, having spent a fow 
urs E 


with her mother, 
worth 

Mrs Atte oom _ gone to work 
f hose wife is in 


Munson and family spent Sunday a ~ 


Higsey Falis. 






FOR SALE—Four fox hound puppies, 
three mo’ M4. I to 













THE BOYS OVER THERE 
like pictures from home 
Send them pictures often of 
those dear to them. : 
Kodaks, all sizes 
prices at Bigelow’s. 
P. 3.—We have films, all 
sizes, and supplies for 


kodaks. 


and 














Several from 
graduation exerc 
week 

A pleasant time 
dance held at John 


ises at Wi canis last 





was reported at the 
Russell's recently. 


41c. For Frosh Eggs, 410, 





We will pay you 41 cents a dozen 
for your eggs and more as soon as wo 
have given the high price 


our customers appreciate the fact by 
letting us have thelr eggs. Bring 
them along. You can buy anything 
from us with them from gasolene to 
beef steak, dry 004s, hardware, 
Tt is not like taking your 
exes to a smaller store, where you can 
get only a few of your wants 











PARIS CREED 
a font tock 


Mr. and Mrs. Milo Drake attended tow 
ts. [Smith stroet 


be] emo last Th 


afin packing. 


| ent corner, light 


ining-reem exposure 
‘s| southeast, and it should bave all the 
4 at 
- | outlook as can be erra: 
started in sunshine 
4 than in shadow, end with a view of a 


,| hedge, iustead of an ugly fence or 
“yard.” 


for exes this summer, and many of | ey 





FLINST'S COUMNERS, 








Schoo! closed June 24th 

Wm. McEwen and family have ar 
rived from Boston, Mass and will 
work his farm this year. 


“pion on hie far 
nee son returned home Friday to 
Mato 
Frank Savage has purchased a new 
horse. 
Miss Josie Gaffney is Mending o 
weeks with Mrs. Santmaw on 


Mra. Daley, from Oneida, N. Y., ts 
visiting her prothte, Wm. Tooney. 
and c 

nols Durant fs drawing the 


cream free Cold Spring and 
Brasher to — City. 

Mr. s. L. Tyo, of Helena, 
visited at James Gaffney’s the past 


week 
Dan byrne A a a friend at 
Bombay last’ 
Miss Lizzie ser visited at Hel- 


ureday. 
Geo. Lavair, from Helena, was a 
as caller at William Durant’s 
M. D. 


e past 
WATER STREET. 





Rose, of Winthrop, le 
visiting relatives in this vicinity. 
reston is driving a new 


Elva Preston is working for the 
Oval Wood Dish Co. at Tupper Lake 
packing dishes. She writes that she 
likes the work very much and is do- 
ing fine, being at the head of the list 
She has packed as many 
as 144 boxes of 250 —— making 
from $14.00 to $15.00 


ok. 

Vernon Houle te ciattag her}? 

tend | parents near Massena. R 
yi M 


Webb has a sister visit- 
ing, her from Canada. 

Howard Ober and mother -apent the 
day in Ogdensburg recently. They 
were accompanied by Mrs. F. New- 
town and daughter. 

Married Tuesdy evening, June 26, 
at the M. E. parsonage, by Rev. R. E. 
Wright, Miss Gertrude Collins, of 
Hopkinton, to Charles Wells, of Law: 
rence. Congratulations 


The Red Cross will meet Wed: 
er, Sinarmoon July 10th, with Mrs 
M Flu 


HAVE A CHEERY DINING ROOM): 


Few bome-butlders realize the tmpor 
tance of the dining room. Too 
quently it 1s placed in some conv: 
and —< being 
sacrificed for the 


kitchen or make a combined Itving and 
ining provide 
out proper size or ventilation. But a 
house of large or medium size should 
have a separate dining room, writes 
Dorothy Verrill Yates, in People’s 
Home Journal. 

The first requisite for a dinirg room 
1s suntight. Many a case of dyspepsia 

probably comes from dining in gloomy 
surroundings which create hasty eat- 


windows possible, and as charming an 
inged. The 
is much better 


rose-covered trellis or @ flowering 


Are Yoy a Superior Person? 
A professor Se atpepcheteny enneuncet 
to his class somewhat woeror gay bag 
vb that be should 
Jem by means of which each nenber 
could prove to his own satisfaction 
whether or not he was a superior per- 
son. The a person, he explained, 
never works it out; only the person of 
practi ability succeeds, 
Here is the problem, as propounded by 
"8 Companion : 
one of which 


@oven quarts? Can you solve it? 





of Sherwin 
Tt ts 





w P Green 
an excellent ‘Geewn ont sure to kill 





No. 


4. Compares favorably with 


East} w:chout smoking or burning 


nes- f each 


THE THREE REASONS. 
a 


Girst: Crisco melts at tess than 
body temperature and is readily as- 
similated, thus leaving no solids to 
delay digestion 

Second: In frying, foods absord 
but little Crisco because Crisco heats 
quickly, almost instantly forming a 
feky crust whieh soerenta the fat 

om soaking in, and lets the inside 
re the food cook in much the same 
manner as if it were bak Natural- 
ly, such fried foods are much easier 
to digest than with 
grease 

Third 


those soaked 
Also, in frying, Crisco can 
be heated to the proper temperature 
When 
fat does smoke an acid irritant known 
as acrolein is formed. 

Prove This 


‘ourself. 
As & proof of clean, quick frying 
egee— 


and note how much th mate 
poached eggs in coy 
their delicacy of and their ai. 


gestibility 


FOR A SHAMPOO.’ 





To o pint of boiling water, add a 
third of a cake of Jvory Soap, shaved 
fine. Boll for ten minutes after the 
soap is thoroughly dissolved. Pour 
the mixture into « glass jar-with.a 


an aluminum vessel. 
kind of soap will discolor metal. 

Put a couple of teaspoonfuls of 
Tvory Soap Paste into a bow! of tu! 


water Toweling wilt only pa 
dry the Mair. A fan will help, but the 
best way of all ve th 


again, aod let the air and sun dry it 
TO WASH WOOLENS. 


Shrinking i» caused by the inter- 
lacing of the wool om which has 
small, sawlike teeth that catch on 
other. In ee * capeetee, it 
ie desirable to keep t! en 
stretched out to prevent the fibre 
‘om becoming matted. A wash- 
board should not be used, nor should 
th 


and wash quickly by repea' 
mersing the garments in the suds and 
drawing through the hands. The wa- 


exposure to wind, sun, or t 
too cold air, Iron before they are 
entirely dry. 


See our announcement of A G. 5. 
groceries. 
Matt Gaffney js completing a stock 
barn on the lower plac 
Hay forks, scythe stones, scythes, 
snaths and mowing machine repairs. 
Tanner and Lorenzo Page 
have been building @ barn in Madrid, 


meals ehould be served in} N. Y. 


Wm. Brock i enjoying bis new 
Dodge car. Harold Harley has a new 


The Lewts Ply Of ts guaranteed ta 
kill and keep the flies off your stock. 

y @ gallon and see for yourself. 

Mre. Olin Irish was a recent caer 
in town, the guest of Mrs. Theron 
James. 

Our cheese is getting a snap to it 
that most people lite. me who love 
good old cheese’ come miles to get it 

Miss Mary Pierce, daughter of Mr. 

and Mrs. John Pierce, has recently 
completed her course and graduated 
from the school tn Port Henry. 

Mr, and Mrs. Jas. Plumadore and 
Misses Lillian and Beatrice Pluma- 
dore have one | to the lakes for the 
summer. 

R. H. McEwen, Jr., has enlisted in 
the U. 3. navy. His example makes 
« lot of us ask ourselves what we are 
doing. We should bay War Stamps 
to the very mit and support the Red 


r Robert ts not nly 
money, but t#giving bis jife if neces- 
Can't sive @ iittle m: 
Buying War Stamps ts simply loan 


about 4% interest. ar pe are 
od investment for which we are 
paid back interest. 





FOR SALE—Light driving harness, 





Service Pin Day at De Laval Works 


N Service Pin Day, held recently at the Pough- 


collar and harness and breast plate. 
Cc. A Clark. 


the country weekly 
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Recreation for Em- 
ployees 


NE of the important needs 

that our big industrial con- 

cerns have had to meet, to 
provide the war materials and sup- 
plies demanded by our armies, is 
the provision of proper recreation 
for the workers without whose la- 
bor and co-operation our national 
program could not be put into ef- 
ficient operation. One of the big 
companies that has achieved suc- 
cess in promoting a recreation plan 
among its thousands of employees 
is the Goodyear Tire & Rubber 
Company, Akron, Ohio. A 40-acre 
tract, known as Seiberling Field, 
fully equipped with appliances 
which make it one of the most com- 
plete athletic fields in the country, 
serves as a basis for Goodyear rec- 
reational activities. Facilities for 
carrying on practically every form 
of popular American sport are pro- 
vided at this field. All these ac- 
tivities are in charge of an athletic 
director whose entire time is spent 
in perfecting recreational activities. 
The field is open also to the entire 
elty, and many municipal programs 
are carried out on it during the 
year. Each year a big field meet is 
held on Labor Day. Preparations 
are now under way for the third 
annual meet on September 2. At 
each of the two meets already held 
the attendance has been well over 
fifty thousand. 

The children’s playground is one 
of the best equipped in the coun- 
try. Four playground instructors 
are employed constantly through 
the summer months. Hundreds of 
children are in attendance at this 
playground each day throughout 
the warmer months. 

All sports at the Goodyear are 
made as nearly self - supporting 
as possible and are conducted on a 
strictly amateur basis. A member 
from each team, club, band, orches- 
tra, or social organization renre- 


sents his organization on a central committee which 


finances all these different activities 
secured in free-will offerings. 


keepsie Works of the De Laval Separator Com- 


pany, forty-seven employees were presented with serv- 


ice pins representing from five to twenty-five years 


of employment with this company. The event is held 


twice a year with appropriate exercises. 


The pins are presented to De Laval employees in all 
its offices and shops in recognition and appreciation of 
There are six different pins, 
all of gold, representing from five to thirty years of serv- 
The first or five-year pin has a gold star without 
jewel setting, while the longer period pins are set with 
emeralds and diamonds re- 
The name of the recipient is engraved on 
the back of each pin and it is accompanied by a per- 
sonal letter of congratulation from the president of the 
At the Poughkeepsie Works alone, 
have been awarded just three short of 500 pins 


long and faithful 


ice. 
pearls, sapphires, 
spectively. 


company. 


markable showin 





service. 


rubies, 


g. 


there 





attendance. 


game. 


with funds 


Glidden Company Convention 


HE Glidden Company, held a salesmen’s convention 

of their merchant sales department on Aug. 1, 
and 3. Representatives of the company to the number 
of about 80 from all parts of the country were in 


On Aug. 1 the company entertained the men with 
a beefsteak dinner at the Cleveland Athletic Club, 
followed by a motion picture of various interesting 
processes of the manufacture of paint and various 
raw materials. 
Friday evening, and Saturday afternoon the entire con- 
vention was entertained at the Cleveland-Boston ee 
One of the most interesting features of | 
convention was the awarding of cash prizes to 
amount of about $2000 to salesmen who produced the 


A banquet was held at the Statler 


a 


best sales records during the past six months. 
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No. 1718: Peerless Fastener—10 inches long. 





No. 1715: Latest 
type of Peerless Storm 
Sash Hanger. The an- 
gle on the hook and on 
the head of the eye 
guides the eye up and 
over the hook so that 
storm sash may be 
bung easily and quick- 
ly from the inside of 
the building. It is nec- 
essary only to set the 
storm sash in its prop- 
er groove in the cas- 
ing, and, using this 
groove as a guide, to 
push the sash up. 


No. 1716: Heavy 
Wrought Steel Hanger. 





No. 1724: Light 
hanger, 






quickly and easily put up and taken down, 














ITH coal scarce, extra precautions 

will be necessary this winter to 
make certain that windows are in proper 
condition to withstand zero weather and 
to provide ventilation as desired. For 
substantial, convenient, correctly de- 
signed equipment you should recommend 


Stanley 
Peerless Storm Sash 
Hangers and Fasteners 


OR storm sash, Stanley Hard- 
ware is of exceptional value, 
making hanging and removal easy 
and keeping the storm sash in cor- 
rect position. 
These are products that are 
called for. 
complete. 


Be sure your stock ts 


Send for latest Stanley Hardware Catalog 
mailed free on request. 





New York 
100 Lafayette St. 


Manufacturers of Wrought Bronze and Wrought Steel Hinges and 
Butts of all kinds, including Stanley Ball Bearing Butts. Also 
Pulls, Brackets, Chest Handles, Peerless Storm Sash Hangers and 
Fasteners; Screen Window and Blind Trimmings; Twinrold Box 
Strapping, and Cold Rolled Strip Steel. 


Chicago 
73 E. Lake St. 


Stanley Garage Hardwa e is adaptable for factory 
and mill use. 




















No. 1719: Another style of Peerless Fasteners 





With this hanger storm windows can be 





No. 1715: Applied to 
storm sash 





No. 1717: Holds the 
sash firmly. preventing 


it from rattling 





No. 1719: Showing 
Window Closed. 























NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 


by Hardware Manufacturers 


Combined Hair Cutter and 
Safety Razor 

“Satimo,” described as a “vest- 
pocket barber shop,” is being sold by 
the Satimo Corporation, 437 Fifth 
Avenue, New York City. 

It is asserted that Satimo will cut 
hair long or short. It does not bite 
out holes nor leave patches. With 





Vest Pocket Satimo 


Satimo you get a perfect cut at the 
back and around the ears. The in- 
structions contained in each package 
are simple. 

Satimo will also, it is said, give a 
close, smooth shave, without the op- 
erator having to acquire any “knack” 
or “angle,” without dragging, pulling, 
leaving soreness or “after shave” 
smarting, at whatever angle it is held. 

Satimo is put up in 18 different 


styles. The Vest Pocket, No. 3, re- 
tails at $5. Instrument heavily nickel- 
plated. One blade box, also nickel- 


plated, containing twelve blades. The 
whole outfit is packed in a fine, flex- 
ible leather case. It is smaller than 
an ordinary watch, and will fit the 
vest pocket with ease. It Is compact 
and portable. It weighs less than 
four ounces. Just the thing for the 
soldier, sailor, or outdoor man, it is 
contended. 

Keystone Satimo, No. 1, is gold 
plated; two gold-plated blade boxes 
containing six blades each; fitted into 
a fine box covered with brown leather, 
lined with purple plush and satin. The 
box is very unusual in design. Price, 
$7.50. 

Satimo blades are not flexible, but 
are inherently stiff and sturdy, scien- 





Keystone Satimo 


tifically ground with a long, bevel edge 
that lasts. The blades may be re- 
sharpened; but inasmuch as resharp- 
ening blades is insanitary and dan- 
gerous, the corporation does not re- 
sharpen them and recommends that 
Satimo users buy new blades when 


their old ones become dull. New Sat- 
imo blades have such a keen edge, 
hold it so long, and are so cheap, 
that it is contended that resharpen- 
ing is not true economy. The blades 
retail at $1 per dozen. 


Gem Egg Slicer 


The New York Stamping Company, 
North 11th and Berry streets, Brook- 
lyn, N. Y., has placed on the market 
The Gem Egg Slicer, for cutting hard- 
boiled eggs, boiled potatoes, beets, etc., 
into eleven uniform slices in a single 
operation. The-cutting tray is made 






Gem egg slicer for use in making salads 
and sandwiches 


of pure aluminum, with a cutting 
handle nickel plated with automatic- 
ally strung piano wires. It is recom- 
mended by the company especially for 
making salads, sandwiches and the 
quick performance of numerous other 
accomplishments which will readily 
suggest themselves to housekeepers, 
chefs and cooks. 


Nitro-Fertile Display 


A liquid plant-food or fertilizer sold 
largely through the hardware trade is 
manufactured by the Fertile Chemical 
Co., Cleveland, Ohio. Nitro-rertile, as 
this plant-food is called, sells to home 





Nitro-Fertile Counter Display 


Reading matter continues on page 94 





owners and truck farmers for use on 
flower and vegetable gardens, lawns, 
shrubbery, etc., as well as to apart- 
ment house dwellers for indoor use on 
plants and all other growing things. 
As the application is most often made 
from a watering-can, Nitro-Fertile is 
usually sold in connection with gar- 
den tools. 

The illustration shows the three- 
color counter rack furnished the dealer 
with every order. Printed in green, 
red and black, it holds on the counter 
samples of the half pint, pint and 
quart sizes with prices plainly marked. 


Coaster Wagon 

The Norleigh Diamond Coaster 
Wagon is offered the trade by the 
Shapleigh Hardware Co., St. Louis, 
Mo. The wagon is declared to be up- 
to-the-minute in every particu- 
lar. It is built for service, care 
having been taken to have only 
the best, the most durable ma- 
terials used in the construction 
of every part. 

The’ roller-bearing wheels 
a form another strong fea- 





* ty 
Norleigh Diamond Coaster 


ture. It coasts and runs easily, the 
wear on the axles is light and the 
wheels will always remain true. It is 
described as a handsome, complete, 
finished product. Prices and further 
details can be obtained from the com- 
pany. 
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Right Angle Door Hardware. Fo: Barn Door Hardware 
Garages, Warehouses, etc. 


Don’t Bother 
With Door Problems 


Send them to one of our branches 








“giidetite’ Hardware Used Largels given below where we maintain for 
for Garage Doors : ; ; 

your convenience an organization Ccap- 

able of solving quickly the proper door 


equipment for any given conditions. 


Just send us a simple outline with di- 


mensions and state what your cus- 
tomer wishes to accomplish. We will 
figure your requirements and furnish 
special details with prices. 


This is part of R-W service to the dealer. 
You will readily recognize its value. 


RICHARD g. 
WILCOX 


4UROR 


Richards-Wilcox 
Sliding Door Hardware 





eae Fee. Dares for the garage, barn, warehouse, residence, 


sliding partitions in school and church audi- 
toriums, Automatic Fire Door Hardware, 
Overhead Carrying Systems, Elevator Door 
Fixtures. 

Highly Reputed the World Over 


Richards WitcoxManufacturine (0. 


SAN FRANCISCO PUILADELPTUA 


LOS ANGELES MINNEAPOLIS 
naaaas Aurora Inuinors.USA. NNEAPON 
CHICAGO Richards -Wilcox Canadian Co.,Ltd..London.Ont STLOULs 


‘‘A Hanger for Any Door That Slides’”’ 





Parlor Door Hardware 

























‘screw 
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_ Washing Machine 


The Oshkosh Washing Machine Co., 
Oshkosh, Wis., makes both electric 
and power driven machines. The 
chief points of the electric are de- 
scribed as follows: Motor is water- 
proof; cord is held firmly away from 
floor; reversible wringer swings into 
three positions; this saves lifting of 
rinsing and bluing tubs; wringer 
may be instantly stopped at three dif- 
ferent points. The Washkosh is de- 
clared to be the first vacuum machine 
to produce a perfect vacuum. It has 
a patented aluminum dasher. 

There is also a’ power driven ma- 
chine, designed to be run by other 
motive than electricity. 

Washkosh machines are described 
as gearless, lasting, noiseless; have a 
solid shaft which is unbreakable; 
have shaft directly in center, insur- 
ing. an even wash; tubs are made of 
copperoid, which is much more du- 
rable than galvanized iron; cannot 
stop on center, insuring free and easy 
action; completely guarded against 
injury to operator; cover, when open, 
has two supports, insuring long life; 
have only 19 distinct parts; one can 
sit while operating them; domes of 
silence are used instead of casters. 
They slide easily and are unbreak- 
able. 


Wrench Sets 


The Frank Mossberg Co., Attle- 
boro, Mass., has arranged its models 
and tools in sets designed to meet the 
exact needs of the different lines of 
assembly and repair work in a con- 
venient form. The assembling of sets 
to meet various needs has required 


years of intensive study of assembly 


and repair work to insure a particu- 
lar adaptability for each and every 
set. Mossberg designers have under- 
taken this. 

Such sets as the various small 
socket sets, Set No. 4 of open-end 
wrenches, the double-end sets, have 





Set No. 14 


proven popular sellers and are found 
to meet the many needs of automobile 
and general repair work. The No, 4 
Set shown is popular in the trade 
because of its wide range of sizes. 
The nine wrenches with their eigh- 
teen openings fit all U. S. and S. A. E. 
sizes from %-in. to %-in. bolt or 
diameters, thus providing a 





Hardware Age 





Electric Motor Driven Machine 


wide range of work at an exceedingiy 
low price. 

General Service Set No. 1, Set No. 
3 for automobilists, and Agricultural 





Garage Set Na. 4 


Set No. 2, of open-end wrenches, all 
contain a range of sizes to fit the 
particular needs for which the set is 
arranged and, like Set No. 4, provide 
the most economical way of securing 
needed tools. Mossberg Socket Sets, 
too, have been arranged in various 
sizes so that economical sets may be 
had that are particularly adapted to 
assembly needs. Set No. 14 shown 
is the most complete set of sockets 
and tools for all repair needs. 


Catalogs and Publications 


The United States Handle Co., 
Piqua, Ohio, selling agent for the 
Columbus Handle & Tool Co., Colum- 
busy Ind., is§ putting out a catalog 
showing a complete line of farming 
tool and shovel handles. The catalog 
will be valuable to the hardware 
dealer who is seeking to fill the farm 
trade’s demand for extra handles. 

The Globe Stove & Range Co., 
Kokomo, Ind., is issuing every month 
an attractive four-page trade letter. 
This house organ contains much in- 
formation for the stove merchant and 
will be mailed to any dealer upon 
request. 


Reading matter continues on page 96 


Smokeless Oil Heater 


The Kimball-Dietrich Hardware Co., 
Elgin, Ill., announce a new smokeless 
oil heater which they assert is with- 
out weak spots. They have heaters 
in three different finishes. All have 
brass founts, 4-qt. capacity, take No. 
3 Miller wicks; height, handle down, 
24% in; weight (crated), gross, 20 
lb., net, 10 lb. The Miller founts are 
made cf heavy gage brass, with rein- 





Elgin Heater No, 52. Nickel trim, pol- 
ished blue steel body 


forced wick tube which takes stand- 
ard size wick. The regulator makes 
it impossible to turn the wick too 
high. It has also an automatic flame 
extinguisher. They won’t smoke or 
throw off disagreeab!e odors, it is as- 
serted. Delivery or all orders ac- 
cepted is guaranteed. Any heater 
proving defective ‘will be replaced. 
Beh & Co., Flatiron Bldg., New York, 
are Eastern distributors. 
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Clothes line Pulley 


‘Wash and House ning Day Easicr- 0 




















Adjustable Gua A-P Danville Hardware 


This patented feature makes it by far the most desirable pul- oo 
ley on the market. Prevents clothes being drawn into contact Serves With a Non-Breakabie 


with pulleys: adjusts itself to any angle as the line sags under 

heavy load and holds the line firmly in center of wheel. Malleable lron-Clad Guarantee 
> Suspending Link e 
Made of heavy steel wire and cannot pull | —- 
out. Always pulls in straight line. taking DOOR HANGERS 
Strain from the axle, and prevents | 


the yoke from binding on the rim SPRING H ING ES 


of wheel under heavy load. oF) 
Steel Yoke OVERHEAD 
Formed to give the greatest pos- 7 : CARRIERS 


sible strength and works so closely 


that the smallest line cannot leave R 
the wheel») Wire rope or cord : FIRE. DOO 


line can be used. é, HARDWARE 
A Child Can. Operate It : ROLLING 


Adults find it difficult to operate ; * s ° — 
SMALL ‘pulleys when a rope or F : > ; STORE LADDERS 
cord is used and impossible with a . ‘ . ‘ penn 
wire line. , i P HARDWARE 

Wheel is Five Inches in SPECIALTIES 

‘ Diameter . ' a : 

Has mypch greater drawing power ; , ith. mpan 
land runs much easier than smaller Allith Prouty Cor pa - y 
pulleys, keeps the lines apart and : DANVILLE + __ ALLINOIS 
prevents tangling between ’ A 





Chicago Boston Les Angeles 


.. the pulleys. . : New York 5°: Rhiladelphin s  Sandrwcates 


r 








Notes of the Retail Hardware Trade 


& Son, 742 North Main 


WATERBURY, CONN.—Greenberg . L 
accessories to their 


Street, who recently added automobile 
stock, request catalogs. 


Fr. Prerce, FLaA.—Charles E. Sands, doing both a wholesale 
and retail business, requests catalogs on the following lines: 
Automobile accessories, cutlery, electrical household special- 
ties, fishing tackle, galvanized and tin sheets, gasoline en- 
gines, lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass and shelf hardware. 


GRANVILLE, ILL.—The George J. Ward Hardware Company 
has purchased the business of H. P. Child. Catalogs requested 
on a general line of hardware. 


LISBON. ILL Visness & Olson request catalogs on the fol- 
lowing: Belting and packing, buggy whips, builders’ hard- 
ware, building paper, churns, cream separators, cutlery, dairy 
supplies, dog collars, dynamite, fishing tackle, furnaces, gal- 
vanized and tin sheets, gasoline engines, hammocks and 
tents, heating stoves, heavy hardware, home barbers’ supplies, 
kitchen cabinets, kitchen housefurnishings, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing 
department, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, sewing machines, shelf hardware, 
sporting goods, tin shop and washing machines. 





FREELAND PARK, IND.—John K. Nelson has commenced 
business here, dealing in automobile accessories, bathroom 
fixtures, belting and packing, bicycles, buggy whips, builders’ 
hardware, building paper, children’s vehicles, churns, cream 
separators, crockery and glassware, cutlery, dairy supplies, 
dog collars, fishing tackle, gasoline engines, hammocks and 
tents, harness, heating stoves, heavy farm implements, heavy 
hardware, home barbers’ supplies, kitchen housefurnishings, 
linoleum, lubricating oils, mechanics’ tools, oil cloth, paints, 
oils, varnishes and glass, poultry supplies, pumps, ranges 
and cook stoves, shelf hardware, silverware, sporting goods, 
toys, games, wagons and washing machines. 





Company has 


LA GRANGE, IND.—La Grange Hardware 
The con- 


been incorporated with a capital stock of $20,000. 
cern will handle the following stock, on which it requests 
catalogs: Baseball goods, bathroom fixtures, belting and 
packing, bicycles, buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, cream separators, crockery 
and glass, cutlery, dairy supplies, dog collars, dynamite, 
electrical household specialties, fishing tackle, furnaces, gal- 
vanized and tin sheets, gasoline engines, heating stoves, 
heavy farm implements, heavy hardware, home barbers’ sup- 
plies, linoleum, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing department, poultry supplies, 
prepared roofing, pumps, ranges and cook stoves, refriger- 
ators, shelf hardware, silverware, sporting goods, tin shop, 
wagons, buggies and washing machines. 





MARION, IND.—W. V. Howard now carries at his store, 3002 
South Adams Street, a stock of baseball goods, builders’ hard- 
ware, cutlery, dog collars, electrical household specialties, 
mechanics’ tools, shelf hardware, washing machines, prepared 
roofing, kitchen housefurnishings, etc. 


. 
PLYMOUTH, IND.—The hardware store of Charles F. Law- 
rence, on Michigan Street, was recently destroyed by fire. 
BATAVIA, Ilowa.—Edwin Urfer, purchaser of the stock of 
Ernst Nehre & Son, requests catalogs. 


CALMAR, Iowa.—Mr. Helwig has sold his interest in the 
hardware business of Broghamer & Helwig to S. T. Kittlesby. 
The new name of the concern will be Broghamer & Kittles- 
by, and catalogs are requested on builders’ hardware, churns, 
cutlery, dog collars, fishing tackle, furnaces, galvanized and 
tin sheets, hammocks and tents, heating stoves, mechanics’ 
tools, paints, oils, varnishes and glass, pumps, ranges and 
cook stoves, refrigerators, shelf hardware, sporting goods, 
tin shop and washing machines. 


DeEcOoRAH, Iowa.—The Groff Hardware Company has com- 
menced business, carrying a complete stock of hardware, etc. 


Fort DopGr, Iowa.—Wesley Johnson, successor to Fleck 

& Kaufman, 1108 Central Avenue, requests catalogs on the 
following items: Builders’ hardware, churns, cutlery, dog 
collars, fishing tackle, galvanized and tin sheets, heating 
stoves, home barbers’ supplies, mechanics’ tools, paints, oils, 
varnishes and glass, ranges and cook stoves, refrigerators, 
shelf hardware, silverware, sporting goods, tin shop and 
washing machines. 
Iowa.—A. W. Behrends now carries a stock of 
automobile accessories, belting and packing, builders’ hard- 
ware, fishing tackle, linoleum, paints, oils, varnishes and 
glass, silverware, etc. 


LEDYARD, 





Hardware Company, 
with a capital 
Schmidt, 
treasurer 
electrical 


MARSHALLTOWN, Towa.—The Schmidt 
28 West Main Street, has been incorporated 
stock of $30,000. C. F. Schmidt is president; F. E 
vice-president and Meta Schmidt, secretary and 
Automobile accessories, baseball goods, cutlery, 


household specialties, kitchen housefurnishings, mechanics’ 
tools, shelf hardware, etc., will be included in its stock 

MELCHER, Iowa.—E. H. Hause has taken over the stock 
and business of Goode & Hause. 

MITCHELL, Iowa.—W. W. Wheeler has disposed of his 
stock. Edward Alleman is the purchaser. 

Numa, Iowa.—W. B. Russell has added a line of stove 


repairs, poultry supplies, automobile accessories, etc., to his 
regular stock. 


ROLAND, lowa.—The stock of E. J. Sandvig is now owned 
by Bakka & Son. 


Sr. Lucas, lowa.—Krause & Kuennen request catalogs on 
the following items: Baseball goods, bathroom fixtures, belt- 
ing and packing, buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, cream separators, crockery 
and glassware, cutlery, dairy supplies, dog collars, electrical 
household specialties, fishing tackle, furniture department, 
galvanized and tin sheets, gasoline engines, hammocks and 
tents, harness, heating stoves, heavy farm implements, heavy 
hardware, home barbers’ supplies, iron beds, kitchen cabinets, 
lubricating oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, prepared roofing, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware. 
sporting goods, tin shop, toys, games, wagons, buggies and 
washing machines. 


TIPpTON, Iowa.—Dean & Hendrickson, who have bought the 
stock of Laubscher & Jacobs, have rearranged the stock and 
painted their store. They request catalogs on gas engines. 


WELTON, Ilowa.—The Clarke & Goodall stock has been sold. 
E. P. Clarke is the purchaser. 


Stratton has recently sold a two- 
and implement business to 
Catalogs requested. 


ELKHART, KAN.—R. D. 
thirds interest in his hardware 
R. S. Sprague and W. H. Legg. 


Davis has disposed of his stoek to 
the E. E. Campbell Lumber Company, which requests cata- 
logs on the following lines: Builders’ hardware, building 
paper, galvanized and tin shee kitchen cabinets, lime and 
cement, mechanics’ tools, paints, oils, varnishes and glass, 
plumbing department, prepared roofing, pumps and _ shelf 
hardware. 


ARLINGTON, Ky.—H. T. 





Dyche -now carries a complete stock 
of buggy whips, building paper, crockery and glassware, 
cutlery, heavy hardware, paints, oils, varnishes and glass. 
shelf hardware, toys and games, silverware, etc. 


LONDON, Ky.—John A 


OLIVE HILL, Ky.—A hardware business has been established 
here by J. E. Wallace & Co. They will carry a stock con- 
sisting of automobile accessories, cutlery, electrica) house- 
hold specialties, heavy farm implements, paints, oils, var- 
nishes and glass, kitchen housefurnishings, ete. 

Day & McCormick are 


WINCHESTER, Ky.—Grubbs, suc- 


cessors to Grubbs & Benton. 


MILFoRD, Mass.—Herbert A. Cass, 61 Main Street, has suc- 
ceeded to the business of Cass Bros. 


SPENCER, MAss.—Peter A. Richard has opened a store at 
%-11 Mechanic Street, dealing in buggy whips, builders’ hard- 
ware, building paper, cutlery, dairy supplies, dog collars, 
heating stoves, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing department, poultry supplies, 
prepared roofing, ranges and cook stoves, shelf hardware 
and washing machines. 

SPRINGFIELD, MAss.—Morris A. Cohen, 159 Main Street, now 
owns the Berman & Cohen hardware stock. 





Bay City, Micu.—The Jennison Hardware Company, es- 
tablished in 1850, and doing both a wholesale and retail 
business, has increased its capital stock from $100,000 to 
$300,000. 


Micu.—Edwin F. Garvey has _ recently 
started in business here. He will carry a stock of the fol- 
lowing, on which catalogs are requested: Automobile acces- 
sories, baseball goods, bicycles, buggy whips, builders’ hard- 
ware, building paper, churns, crockery and glass, cutlery, 
dog collars, electrical household specialties, fishing tackle, 
hammocks and tents, heating stoves, linoleum, lubricating 
oils, mechanics’ tools, oil cloth, paints, oils, varnishes and 
glass, prepared roofing, ranges and cook stoves, refrigerators, 
shelf hardware, sporting goods, tin shop, toys, games and 
washing machines. 


East LANSING, 


EMMETT, Micu.—John FP. Sheedy succeeds James Cogley 
& Sons. : 


MORRISTOWN, MINN.—Ernest Taylor is purchaser of the 
hardware and implement stock of Paul G. Borchardt. 


SCHUYLER, NEB.—W. B. Smith, who has taken over the 
stock of William Sumpton, requests catalogs on plumbing and 
heating materials. 


Newport, N. H.—Rogers & Robb have sold their stock of 
automobile accessories, builders’ hardware, kitchen house- 
furnishings, etc., to Frank A. Rogers. 


DELHI, N. Y.—A. W. Dubben has removed his, hardware 
store to a new location. . 


Wa.LwortH, N. Y.—Allison Franks has bought the stock 
of Charles Sammons. He requests catalogs on a general line 
of hardware and automobile accessories. 

Yonxkers, N. ¥.—The Joseph F. Taylor Co., Ine., 14 War- 
burton Avenue, has been organized to do both a wholesale 
and retail business, principally retail. The capital stock is 
$10.000. Catalogs are requested on automobile accessories, 
bathroom fixtures, belting and packing, builders’ hardware, 
building paper, cKurns, crockery and glassware. cutlery, dairv 
supplies, fishing tackle, furniture department. heating stoves, 
heavy farm implements, heavy hardware, kitchen housefur- 


nishings, lubricating oils. mechanics’ tools, paints, oils, var- 


nishes and glass, plumbing department, poultry supplies. pre- 
pared roofing, pumps, shelf hardware and svorting goods 


Reading matter continues on page 98 
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